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FOR MORE SALES, MORE PROFITS...SELL 


Explosion-proof electrical equipment is more important 
today than ever before. Manufacturers of material han- 
dling equipment are adding explosion-proof switches and 
connectors to machines to be used in hazardous areas 
And, an ever increasing number of industrial plants are 
almost entirely equipped with explosion-proof electrical 
equipment. APPLETON’s full line of explosion-proof 
equipment offers you the opportunily to capture your 
share of this new and lucrative market, You need never 
miss a Sale, because APPLETON is 


TODAY, MORE THAN EVER... 
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YOU'RE DOUBLY SURE 


of complete fuse protection with 


— fuses! 


Eco® | ARKLESS™ 
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FUSES FUSES 
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Economy Gives Both—Complete Line Selection plus Creative Engineering! 


You're sure of complete fuse protec engineering excellence. Creative 
tion because Economy s line is com enginecring by Economy anticipates 
plete! It offers you exactly the type your every fuse need as exempli 
size and capacity of fusing that is fed in the pioneering and perfecting 
engineered to your specific require of such notable advances as the first 
ments. Illustrated are some of the renewable fuse to carry the seal of 
popular Economy Fuses that meet Underwriters’ Laboratories Ark 
definite needs. Economy fuses are less Mechanical Indicating and Econ 
the simplest, most practical method One-Time Fuses as well as the 
of reducing down-time due to need famous Econ Dual-Element Fuse 

less blows and burnout. Proper — 


mts no more to be doubly sure 
selection means fewer replacements 


of complete fuse protection And 
lower-cost, dependable protection | 


; f ate 
and often, eliminates the need for an deel ak Clee tale 
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LETTERS TO THE 


EDITOR 





The Big Question 


Dear Sir: 

The idea that the distributor can, 
almost overnight, take added volume 
on a product and convert this volume 
into significant savings through im- 
mediate efficiencies has gained cre- 
dence among some manufacturers. 

Ihe conclusion—that the distribu- 
tor can absorb painlessly large cuts in 
discounts——-seems nice and pat on the 
surface. But close inspection shows 
this idea to be full of holes. 

One manufacturer, asking us to ab- 
sorb completely an added trade dis- 
count, recently said that the cost of 
handling fewer orders for larger quan- 
tities of one item would result in 
significant savings for us. 

It was obvious to us, however, that 
these fewer but larger orders would 
not allow us to lay off a single em- 
ployee or delivery truck. The savings 
looked fine in theory, but they were 
not actual savings in practice, 

What's more, our experience tells 
us that internal operating costs are 
increasing constantly, not decreasing. 
And there's no end in sight. 

Of course, we could depend more 
and more on direct shipments. But I 
question whether we can perform the 
same kind of service to customers 
under this setup as we can stocking 
and delivering from our own ware- 
And these are the functions our 
business is built upon 

Most important of all, asking—or 
just plain telling 
sorb discounts may, in the long run, 
hurt the manufacturer. 

It's no secret thit lower profit mar- 
gins makes the items less 
desirable--and may persuade whole- 
salers to turn more attention to other, 
more profitable fields 


house 


distributors to ab- 


involved 


Cuas. H. WeRICENSANG 
VICE PRESIDENT 
HYLAND ELECTRICAL SUPPLY CO 
CHICAGO, ILL. 





Something on Your Mind? 


Then, write and tell us about it. 
EW welcomes expressions of opin- 
ion from readers—on articles we've 
published, on industry problems, on 
just about anything. Write: Editor, 
ELECTRICAL WHOLESALING, 330 W. 
42nd St., New York 36, N. Y. 


Right now, we're asking for ideas 
for a survey on the small invoice 
problem, ‘We've received several 
suggestions. low about yours? 











Sales Meeting Basis 


Dear Sir: 

Kindly arrange to forward to my 
attention 37 copies of the “Salesmen’s 
Technica] Notes.” 

We propose to use these issues for 
the basis of instructional meetings 
throughout this coming winter for our 
sales and operating personnel. 

I feel that the information contained 
in the Technical Notes is concise and 
simple to follow and should prove ex- 
cellent for this purpose 

K. S. STEWART 
M ANAGER-SALES 
CANADIAN GENERAL ELEC 
WINNIPEG, MANITOBA 


co., LTD. 


© Interested? “Technical Notes on 
Electrical Equipment” is available at 
$/.00 per copy. To order, write: Dept. 
270-012, EvectricaL WHOLESALINO 
330 W. 42 St., N. Y. 36, N. Y. 


Yours For the Asking 
Dear Sir: 

| read your editorial on warehouse 
improvement and enjoyed its contents. 
I would like your reprints of ware- 
housing layouts and operating ideas 

Ear JOHuUNSON 

FOREST CITY ELECTRIC SUPPLY CO. 
ROCKFORD, IL1. 





Coming Up in EW’s January ‘57 Issue... . 


© “Annual Outlook and Review’’—a sixteen page section that 
tells you how your sales will fare in ‘57. 


© “Tips On the Code’—a new department designed to help 
you backstop the electrical contractor on code queries. 


e “Workbook for Salesmen’—consisting of rating sheets you 
can use to sell-up commercial, industrial, residential elec- 


trical installations. 








to all VIRDEN 
distributors: 


Watch for this 
advertisement in: 


Qualified Contractor 
institutions 

Restaurant Management 
American Restaurant 
Centractors’ Electrical Equipment 
Hotel Management 
Architectural Forum 
Interiors 

interior Design 
Electrical South 
Lignting 


It’s preselling 

the new 

Virden Wondabar. 
Tells customers to 
buy it from you. 
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now! decorative lighting 
using stock lighting fixtures 


Here’s the practical answer to your commercial 
lighting problem. It’s the new Wondabar by 
Virden. Now you can have smart, dramatic 
lighting at a most economical cost. For the 
Wondabar uses standard lighting fixtures. You 
can choose, from Virden’s wide selection, the 
fixture that fits your decor. 

It opens up an entirely new range of effects, 
makes possible decorative lighting formerly possi 


Installation is economical, too! In most cases 
the Wondabar can be installed quickly and 
easily to the present fixture outlet—without 
rewiring or expensive remodeling 

Wondabar kits are available in 3, 4 or 5 arm 
spreads, for use with any standard loop-equipped 
fixture. Almost any length ceiling drop is avail 
able. Your nearby Virden distributor has them 
Or write John ¢ Virden Ce Dept. EW-12, 


ble only with expensive, custom-designed fixtures 6103 Longfellow A 


The Wallace Company, Poughkeepsie, N. Y. Warm, 
even lighting from smart, modern fixtures gives this 
furniture department an entirely new look —at a cost 


far below custom-made fixtures. 


dunitia baling y SJ | rden 


Pan Dee Restaurant, Chicago, Il. Note how this 
5-unit Wondabar using standard Virden fixtures com 
plements the modern decor of this restaurant. Here 
is dramatic emphasis and soft, easy lighting at a 
fraction of the cost of custom-made fixtures. 
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MANUFACTURERS OF ELECTRICAL WIRING PRODUCTS 


1639 W. WALNUT STREET 


Chicage 12, Wlinals 















NEW PRODUCTS 








Wireway 
General Electric Co., Distribution 
Assemblies dept., Plainville, Conn. 


A hinged-cover wireway, completely 
open for lay-in wiring, has been an- 
nounced as the Type HW. The new 
wireway is said to be particularly use- 
ful where space is limited and building 
contours are complicated. Type HW 
wireway comes in lengths from 1- to 
5-ft, and in three different sizes: 4x4- 
in, 6x6-in and 8x8-in. A complete line 
of standardized fittings is available 


Conductor-Hood Splice 
A. B. Chance Co., Centralia, Mo. 


Greater conductor coverage is 
claimed for this recently developed 
conductor-hood splice. The splice fits 
over two 4-ft conductor hoods, lock- 
ing them end to end, and giving 8-ft 
of conductor coverage. Formica con- 
struction assures that splice is durable 
and safely insulated 





Connector 
Minnesota Mining & Mfg. Co., St. 
Paul, Minn. 


The “Scotchlok” Type R electrical wire 
connector makes solderless, ready- 
insulated pig-tail splices without tools. 
The new connector is UL approved as 
meeting all requirements for high and 
low voltage building and fixture wir- 


ing 


Pin-Type Socket 

Pass & Seymour, Inc., Syracuse, 
N. Y. 
Weatherproof pin-type socket for tem- 
porary decorative illumination is de- 
signed to be used over and over again 
on many special jobs. New winged 
cap design makes installation fast and 
easy. Each socket has detachable wire 
hanger. UL approved; rated 660-w, 
250-v 


Time Switch Case 
International Register Co., Chicago, 

Til. 

Flush-mount case for Intermatic time 

switches is designed for use where all 


enclosures and wiring are to be con- 
cealed in wall. Case is available for 
several series, carries UL approval, 
may be had with or without a key 
lock 
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Angle Cap 
The Arrow-Hart & Hegeman Elec- 
tric Co., Hartford, Conn. 


Recently added to company’s line is a 
three-wire, 50-amp, 250-v polarized 90 
deg angle cap made of rubber for flush 
or surface cutlets. It is designed for 
heavy duty applications in both in- 
dustry and the home, and meets all UL 


requirements 


Wiring Devices 
Eagle Electric Mfg. Co., Inc., Long 
Island City, N. Y. 


Manufacturer's new method of mount- 
ing screws directly on the straps of 
switches and receptacles is said to per- 
mit faster, easier and less costly in- 
stallation of these wiring devices. New 
method solves the problem of mount- 
ing screws being accidentally lost or 
discarded. Devices now furnished with 
this feature include single and 3-way 
switches, both T-rated and residential 
and duplex receptacies 


Lug-Type Connectors 
Burndy Corp., Norwalk, Conn. 


“Ka-lugs,” lug-type connectors for 
economical terminating at service 
switches, terminal blocks or other lo- 
cations where space and cost are fac- 
tors, are available for copper conduc- 
tors from #14 through 500 Mcm., 
Easy installation and electrical depend- 
ability as well as initia! economy are 
stressed by the manufacturer 


Fluorescent Tube Changer 
Pattern Products Co., Union, N. J. 


A new labor-saving tool is said to 
make ladders obsolete for fluorescent 
tube maintenance. Lightweight, all 
aluminum tube changer removes 
burned out tubes directly from fixture 
and inserts new ones. Model No. 200 
can be used to service 4- or 8-ft units 
located as high as 15-ft above the 
floor. Two-piece design allows for stor- 
age in small space 





Duct 
CMG Industries, Inc., Laramie, 
Wyo. 


Newly marketec electrical extension 
duct, made of rubber, is designed for 
homes and offices needing an electrical 
outlet in the middle of the floor. One 
end plugs into a wall outlet; other end 
provides a two-way receptable. Ribs on 
under side of duct prevent it from 


slipping along the floor 


Enclosures 
Hoffman Enginecring Corp., Anoka, 
Minn. 


Fight sizes of two-door NEMA 12 
panel enclosures ranging from 54x 
42x8-in up to x60x 12-in-—have been 
idded to the manufacturer's line. No 
centerpost is used in these steel, liquid 
tight enclosures which utilize all weld 
ed seams. Enclosures have a 12-in 
stand for floor mounting and lifting 
eve bolts Interior is finished with 
baked white enamel; exterior has a 


prime coat 


Raintight Hubs 

Federal Pacific Electric Co., New- 
ark, N. J. 
Interchangeable raintight hubs, suit 
able for enclosures for safety switches, 
circuit breakers and fusible service 
equipment, have been designed to 
climinate the need for conduit or 
nipple offsets when NEMA III en 
closures are used and hub require 
ment does not exceed 2-in. “Quik 
Alien hubs are available in sizes 
ranging from %4-in to 2-in, 





Modular Fixtures 
Lightolier, Inc., Jersey City, N. J. 


4 group of modular incandescent fix- 
tures illed Calculites and providing 
a built-in look without recessed in- 
stallation has just been introduced. The 
four new silhouettes range from a 
single 9x9-in module to a four-module 
unit, 194%-in square. Opa! glass dif 
fusers may be pulled down individ- 
ually, with finger-tip pressure, to clean 
and relamp. Shallow metal sides, only 
4'2-in deep, may be painiec to match 


ceiling for built-in appearance 













the first adjustable bars that 
fill every requirement... 


ass every test! . 


ONLY 4 BARS ENABLE YOU 


— + | 
AE... 
TO INSTALL ANY DEPTH BOX 
WHEREVER YOU WANT IT 


REGARDLESS OF STUDDING SIZE OR SPACING 


+ EXPANDED 184” 
CLOSED 1114” ~ 


en — i m | 

2a 

& pepasine oan” only four bars 
* CLOSED 1914” provide 

t Sa ayy wee es ieee 4 complete 
SAG sseseseesy adjustment 
‘Zz 5 Me. 921 y | 


























NORMAL SAFETY PRECAUTIONS REQUIRE THAT A BAR MUST WITHSTAND THESE TESTS 


ee tamed 1. Direct pull on stud Raco’s Adjustable Bar Passes These Tesis! 


of 200 pounds for 5 
—_' —— GF? 


2. Six rotations Of @ There is strength to spare due to these special formations! 


} pin oie pil Use Raco’s New Clip or Popular Stud! 


angle in one minute. 




















3. A torque of 20 
pounds at 20” horizon- 
tally from stud for one 
minute, 


Raco Clip provides 
ample room for de- 


= deep No. 20 threads ‘i<* #04 added 
=————F a stout No. 4-20 screw. fpeton 


WRITE TODAY «+ get coaplian information on Raco Bar Hangers 
_ YOU CAN ALWAYS DEPEND ON RACO 


ALL-STEEL EQUIPMENT INC. Avrora: Illinois 
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Lamp 
Colorescent Lighting Corp., 
Westfield Ave., Elizabeth, N. J. 


914 


A new light source called Tepid Cath 
ode is said to retain the best features o! 
cathode, and to 
from either hot cathode slim 
cathode lighting circuits. The 

claims this new light source 
ney 


fluorescent and cold 
operate 
or cold 
develope 
has approximately the same effic 
as hot cathode lamps but is 30 per cent 
brighter than cold 


per cent less current 


and con 


Lamps 


cathode 
umes 
ire identical in shape and dimension 
ithode and are interchange 


cold 


ibli 


Lamps 
Westinghouse Electric Corp., Lamp 
div., Bloomfield, N. J. 


Iwo 1 OOO-w 
escent mel 

improved 
light ef 
ficien The new lamps, the D-H12 
WD (220-s the D-H1I5-WD 
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cting fluorescent 
iamps are Said tk 
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olor-corre oating 
mak mer 
indus 
trial applications vhere fixture are 
too small to make efficient use of the 
fully ted lamp Ihey al inte! 
change ible th standare 


mercul lamp 
Brooder 

Steber Mfg. Co., Broadview, Ul. 
\ me } | Ti ved single lamy 
ited PBU-9] 


inula 


frared | Ode! a in 
ture! 
i promotional item 
uid incorpo! features found 
ynly iv roode! much higher price 
Heavy gauge steel 
loop guard 


hood 1s 10'42-1n In 
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Emergency Unit 

Exide Industrial div. of The Elec- 
tric Storage Battery Co., Philadelphia, 
Pa. 
A new emergency hting 
not only operates 


iutomatl 


powell 


automaticall prepare 


nstantaneously during 
but also 
for the been dé 
Lightguard 


harging device 


battery 


next blackout is 
Ihe Mode | 4 


automatic 


velope a 
ontains an 
requires only 


minimum main 


tenance. Front panel has a test switch 


ind two indicator lamps to show op 


rating readiness and high-rate charge 
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Door Chime 


The Rittenhouse 
Honeoye Falls, N. Y. 


Company, Inc., 


Ihe new Gem door chime claims a 
graceful modern style as its prime fea 
ire. It has 
on grille 
tubes. Sx 


ind on 


an attractive black wrought 


with two brass finished 


unds two notes for front door 
not for rear or ide 1oor 


Si7¢ 1 x 


Mobile Fan 
Lau Blower Co., Dayton, Ohio 


s 
\ 4 


ulator called 
ts of a three speed 
in lad 


i sturdy 


mobile ir cu 
Porta-Breeze, con 
diameter 
tubular steel 

in be rolled from room 
non uff 


ited through 


rubber wheels 


lan can be rot S60 also 
idjusted from 18 %4-in to 34%4-in 
pporting stand is finished in blach 
iked enamel toy 


hed in her 


Alarm 
Alarmco Inc., 


The Watchman 


professional type 


New York, N. Y. 


the first 
alarm de 


is said to be 
burglar 
signed for homeowners and apartment 
dwellers. It offer 
from intruders for any 


positive protection 


easily acces 


door or combination of 


built-in 


ble window 


windows and doors-——plus a 
thermostat to sound warning in 


f fire. Th Watchman” is 
in | me ify irt 


Case 
packaged 
alla 


guarantes 


for inst 


Loading Light 
Pyle-National Co., Chicago, Ul. 


ght with seale 


oncentrateu, h in 


ty light beam into depths of truck 


t dcr Unit 
flood of 


in aluminum alloy 


SO-w sealed spot 


housing 
| 
models 


available in long or short 


mounting rement 


NEW PRODUCTS 





Miniature Heater 
Dampp-Chaser, 
ville, N.C. 
Miniature 
Dampp-Chasers 
heat for protectis 


ne 


Inc., Henderson 


tubula 


closets 
tion of gentle he 
provide sa perman 
corrosion, mold 
warping ind 
ivailable i 
vOllage Als 
tecting elect 
ment, radio 


trument 


Spotlight 


Curtis Lighting, Inc., Chicago, 


An almost invisibli ource of de 
tive light for 
vindow di plays 


vided hy i color 


flector ant 


Fixtures 


Fullerton Mfg. valk, Conn 


Iwo new seri 
Roxbur are 
hallow fixtu 
only 2 in high 
gla 


panel 
ballast ire 


are all met: 


Ventilating Hood 
Irade-Wind Motorfans, Inc., Riv 
Calif. 


era, 





TOP OF THE NEWS... and its significance to you 





Construction Climbs 


More Mortgage Money 
—Maybe 


Full Employment and Prices 


Research Pays Off 


New NEMA President 


Nobody, but Nobody 


Port Tieup 


85th Congress 
—and Business 





A record year for construction is the 1957 forecast by the Commerce 
and Labor departments. Projects worth $4614 billion are predicted—this 
total would be a five per cent gain over 1956's record of $44 billion. 
However, homebuilding is expected to decline rather than rise with the 
rest of the industry. The agencies expect only about a million new private 
housing starts in 1957, compared with 1.1 million this year and 1.3 million 
in 1955. (For more details on the housing outlook, turn to page 106.) 


Other factors influencing building: an estimated five per cent hike in 
building costs based on higher prices for land, labor and materials; con- 
tinued competition for credit. To lure more money into home financing, 
the government could act to raise the interest rate on FHA mortgages 
and there have been rumors this would happen before the end of the year. 
Ihe looked-for rise—one-half per cent 


American industry is operating very close to capacity, say statisticians 
Figures for the fourth quarter of 1956 should show the highest level of 
industrial output in history. Full employment is virtually a fact—also a 
factor in predicting prices. Economists are debating the possibility of 
maintaining price stability in a period of full employment. They have 
had little experience with full employment—-but the prevailing opinion 
is that prices cannot be held at present levels very long. 


The Office of Business Economics is compiling a list of new products thal 
have reached the market in recent years. (It should run to many thous 
ands.) This list may be considered the product of the $5 billion per year 
which industry spends on research and development. The electrical in- 
dustry produces its share of new products and models, sometimes so many 
that wholesalers are overwhelmed with catalogs, bulletins, brochures, 
etc. To see how two distributors solved their particular problems, see pages 
41 and 90 


Arthur A. Berard, president, Ward Leonard Electric Co., Mount Vernon, 
N. Y. was elected president of the National Electrical Manufacturers As- 
sociation at the 30th annual convention last month. More details on the 
NEMA meeting will be found in News for the Industry 


Although the United States may have its biggest construction boom over 
the next 10 years, it could also have the worst traffic snarl in history. The 
new Federal highway program is not a cure-all. Traffic bottlenecks are 
worst in and around cities; but city streets, which represent one-fifth of 
the total -niles of roads, are not subject to Federal assistance. U. S. cities 
are spending several hundred million dollars each year on traffic conges- 
tion, but are still getting farther and farther behind in the race. During the 
past 13 years the number of vehicles on the roads has doubled—and it 
probably will double again while the new 13-year program goes on. 


Ship cargoes were piling up at ports last month as Atlantic and Gulf 
Coast shipowners and union members continued adamant. The tieup has 
had some quick economic repercussions, and political ones involving the 
Taft-Hartley Act were still not ruled out 


The next Congress will debate many issues of interest to businessmen. 
Foreign aid: Congressional committees will take a hold-everything attitude. 
Farm issue: more heated discussion and hot headlines. Minimum wage: 
a vigorous move to extend the minimum to areas now exempt. Federal 
aid to schools: proponents will dig in for a battle to reverse the rejection 
of program by last Congress. Taxes: pressure for cut will grow. Antitrust: 
look for new efforts to strengthen rules. 
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Redege Benfleld B« 


We had lost the order. 


then our salesman started bending pips 


We had lost 


alesma 


t out an 
of Sherarduc 
making t 
himself 

Result 


an addit Listed by Underwriters’ Laboratories, inc 


National Electric Products ‘jimi 
onal CI — ucts Use 


ISBURGH, PA 


Plants * Warehouse 
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COST CUTTING 
TIME SAVING 


electrical fittings from Blackhawk 


/ JUST SLIP IT ON 


4 Installation of the ex ve Blackhawk slip- 

a fitter service entrance |} 1 is easier and faster. 
There are no threads to cut, no extra clamping 
devices to use. Just slip it on over the conduit 
and tighten two set rev t's that fast ps 
that simple. Contractors have reported saving 
$5 to $10 per installation with the Blackhawk 
slip-fitter service ent 


Pat. applied for 


Available in a full 
range of sizes from 
Y,"' through 4". 


Blackhawk 


Snap! It's on to stay. Blackhawk 
. mt is in 


snap strap has the exclusive ) i po 
“hold bump.” Ribbed bracket rted o Tabs are 
adds to the snap, provides rigid nt nd wall edge and the 


contact support of the conduit ly to receive 
r insertion 


Pot. applied for, ( witch box, t ire bent to 


box firmly 





Specify B-/ when you buy 


a* BLACKHAWK INDUSTRIES 


Braet Dubuque, lowa 
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Another bee meses multiple product Job 
| t— iL | Lz: 1K 


PALM BEACH 


Palm Beach Towers. Florida’s Largest Apartment Hotel 


«+- designed for luxurious year-round apariment living: 


1,100,000’ of TRIANGLE WIRE and CABLE 
169,000’ of TRIANGLE CONDUIT 
52,000’ of TRIANGLE COPPER TUBE 


Luxury demands Quality. That's why Triangle conduit, wire, cable and 
copper tube were specihe d for the job 


Triangie is famous for the finest quality building products that rr: 
and modern ¢ quipment can produce 


are nationally distributed representati\« 


nited States. For your next i 


s, scheduled for opening December 1, 
q etely air conditioned, with restaurants and 
. 
spec ialty shops pr d to make it one of America’s fin- « 
est resort hotels 
arcuirect: John Hans Graham 
GENERAL CONTRACTOR: The Taylor Construction Co 
ELECTRICAL CONTRACTOR: Interstate Electrical Co 
PLUMBING CONTRACTOR: Clarence Coston 


let’s take 


a quick TRIANGLE 
look at 


Large socks 
in redistribution cen 


The Triangle Trademark 
your guarantee of quality 


TRIANGLE 
Conlad and Cable Co, She. 


NEW BRUNSWICK, NEW JERS ’ 
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Point 


up these Republic 
“‘Inch-Marked” E.M.T. exclusives 
and boost your ’56 sales volume 


Here are five solid sales features you can point to with confi- 
dence ... five reasons why Republic Electrical Metallic Tubing is 


the big leader in E.M.T. sales. 


These exclusive advantages will help simplify your selling 
effort, help clinch sales. Point out how the “Inch-Marking” and 
“Guide Line” features help reduce waste and provide ease of in- 
stallation. Your customers will appreciate these savings—and come 


back for more ELECTRUNITE” as well as other electrical needs. 


Let us help you get your story across through an effective direct 
mail campaign. We have stuffers, folders, catalog inserts, ad re- 
prints—a complete package of promotional material that’s yours 
for the asking. Furthermore, we will be glad to print your name, 


address and phone number af no cost to you. 


Call your Republic representative today. He'll gladly furnish a 
supply of this material—or discuss how you can increase your 
sales volume. Use the features and quality story... 


make profit- 


able sales. 








INCH-MARKING — perhaps the most popu 
ar feature. Used with ELECTRUNITE Bender, it 
makes fabrication and installation easier 


In sizes ‘/o yi) 1” and 1%". 


GUIDE LINE 


for better visib and easier bending 


newest exclusive sales feature 


alignmer ninates “wows. On sizes 2", 


INSIDE KNURLING — makes wire pulling ever 
so much easier. Republic's exclusive “ball 
bearing side surface is the secret. In 


sizes 42", %” and 1". 


BENDING INSTRUCTIONS —for the ELECTRUNITE 
Bending System. Includes tips on how to use 
Bender. This handy quide is really appre 


ciated 








ACCEPTANCE — here's ao real exclusive 
Republic ELECTRUNITE E. M.T. is first in prefer 
ence by brand name in many unbiased 


surveys 


¢ : ) REPUBLIC STEEL 


STEEL AND TUBES DIVISION «+ 215 E. 131st STREET + CLEVELAND 8, OHIO 


Worlels Wdlex: Range off Stiwdland, tials aud Stole Ppadlieli 
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/ DANIEL . ~ 
WOODHEAD 


PROTEX : 
MULTI-TAP OUTLET BOX 


AT LAST...A Reali Step Forward in Portabie 
Hand Lamp Design and Safety 


THE NEW “SAFETY VELLOW" NEOTEX 


TRADEMARK 


Now you can sell more PROTEX and VAPROTEX portabies 
and the new Multi-Tap outlet box...made of 

oll-proot “SAFETY VELLOW" NEOTEX for...greater satety « 
better visibility « non-pilferage + sure product identification 


Write Us Today...for complete product and price information 


DANIEL WOODHEAD COMPANY 


15 N. JEPFPERGON ST. + CHICAGO 6G, ILLINOIS 
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cilrcult breaker 


PANELBOARDS 


mean smaller 
inventories, 
faster turnover 
and increased 
sales and profits 
for wholesalers 


That's because @ Circuit Breaker pane 
provide the maximum in circ drotection against short 
circuits, momentary or severe overload hich means 


more satisfied users and n 


* +} 


paneiboards are of the 
. sane that all camnnar 
which means that all compo 
stocking on dealer's shelve 


on the job 


the number of units rec 
has been reduced to five 
five sizes with main circuit br 


less shelf space and smaller 


@ Circuit Breaker Panelboards are of two types 

the QP Quickiag P., and the QS Quicklag S. 

All are designed to provide the capacity needed for today 
and at the same time allow for futur 


A feature of @® Circuit Breake 
Circuit Breaker’s trip-free har 
from being held in closed ¢ 
overloads and short circuit 
prevents the Circuit Breake 
overloads. Quick make and q 


provided when manually -oy 1 or automa lly tripped 


Circuit Breakers which are 
stocking on dealer's shelvs 
it is aS easy as changing a 


of add new units 


Capacities of the Circu 
and 50 amps., 4 to 42 poles 


NQ 


single phase and 120/2 


se mains 


with lugs only or main « 


It you are not already stockir se panels then arrange 
to do so today. Recommend r customers 
for lighting branch and other 

dependable automatic prote 

pays. For further informati 

representative listed in Sweets 
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a plug-in thermal-magnetic type featu a thermal-magnetic | t eaker type 
ing UP Quicklag } Circuit breaker wit rew ect t Dar. teéature 
crewles assembly just p t klag t ake eque t 
breakers if ne pressure type of g t ala aj ft pe ' 
nection betweer ircuit breaker 1 double ‘ { binat 
bus bar and sequence bussing to ba ) g r t breake with 

ance the load to permit double pole trip. Fu ed tandardized cat 
individual trip combinations and single ets wit ' , ke kouts, top and 
pote circuit Dreakers with common trit bott 

are other features. Panel is compact and 

nas standard knockouts at top and 

bottor 

















circuit 
breaker 
features... 


1 Calibration Screw 

2 Bi-Meta!l Thermal Element 
3 Current Fiow Path 

a Load Terminal 

5 Magnet Spring Cushion 
6 Hi-Current Magnets 


7 Fiexidvie Current 
Carrying Pig-Tall 


8 Cold Cathode Arc 
Cooling Chamber 


9 Cooling Fins 





10 Line Side Piug on Contact 
13. Quick Make and Quick Break Spring 


11 Electro-Welded 


Non-Freezing Contacts 14 Safety Kick Lever 


12 Tumbling Contact Lever 15. Operating Handle 


FRANK ADAM Electric Company 


AAAI na 
VAIN f e v . ‘ i fer f 





j busduct « pam board . witchboard . er ¢ equipment 
makers of 
safety witch * load center . Ju hheter 
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SERRE Ra Eee Se 
= & 


Ser@tcrrtr F. 


Bs | 


THis is HONE YLITE’ 


s 


H jlite-—the all metal light diffusing 
acoustical aluminum honeycomb—sets neu 
highs in light transmission efficiency...and at 
the same time, and in the same place.. 
reduces noise to new lows. 
Honeylile’s 95% plus efficiency puts a soft, 
even light in every corner of the room, while 
producing the minimum surface glare. 
H / noise reduction coefficient of .46 
; keeps rooms quiet, and costs down by 

Bright as a summer day eliminating the need for acoustical baffles. 
ff may be used wherever pleasant, 
non-glare interior light is the goal. Because it 

queue fas a winter night weighs only two ounces a square foot it can 
be suspended from any simple T-bar system. 
Fireproof H has underwriter’s approval 
to be suspended under sprinkler systems; and 
its 45° shielding effect completely hides any 
ugly overhead utility installations 
Kasy-to-maintain /1 is used in 
industrial or commercial interiors, in suspended 


louver-all ceilings or troffe r diffusers. 


is truly the new lightweight champion! 
For price lists and detailed information see 
your local distributor or write to 


ee x C EW rprovowcrTs inc. 


951-61sat Street, Oakland 8, California 
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Scasce’ HITS THE TARGET 
on Delivery and Service! 


; ed . ~*~ 
oe Making your job easier and better, General Cable backs 


up distributors unconditionally with ‘round-the-clock support, 
hits the target with quick delivery and dependable ser- 

vice on every job. GENERAL CABLE CORPORATION, 

420 Lexington Avenue, New York 17, New York. 

Offices and Distribution Centers Coast-to-Coast. 


be specific... specify GENERAL 
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Mr. C. J. Cox (at right, above) supervises the installation of Okonite Splicing Tape on 2300 
volt motor lead in Seabrook Farms food freezing plant. For 29 years Mr. Cox has stand 


ardized on Okonite splicing materials to assure water-tight sea ble thr ghout 
the plant. Note moisture conditions indicated by frozen « densa pump head. 


Okonite Tapes resist moisture, freezing. 
keep world’s largest food freezing plant operating 


For 29 years, Mr. C. J. Cox ipervisor of all constructior on cables and equipment alil 


and engimeering for Seabrook Farms Co., has depended freezing and holding ro 

on Okonite Tapes to maintain the vast electrical network 

that ke ps the world’s largest food freezing plant opel Okonite Pape offer eff 

ating. All electrical circuits (totaling 20,000 h.p. connected not affected by dampr 

load), lights, as well as power for the motors and pumy Okonite Rubber Tape 
fuse into a solid self-vulca 


which provide continuous freezing and storage capacity) 
nsulation. Protected by M 


nliced and terminated with waterproo! Okonite Tape 
mamtain ir MoO} e res 
assure positive protection against the moisture alway naintain the ture re 
' ( ) ure to 
present rm the pliant APOsure ( 
specily Okonit 


In every phase of Seabrook operauion, moisture 


problem Ireatment of food freezing, processing, storin your Okonite Tape 


all are damp operations with continuous condensatior Company WH Tape Dep 


Available through authorized distributors only 


OKONITE er) . splicing materials 


a 























, a newly designed series of devices that can be made up in combination 
nstalled right on the job with a minimum of inventory and a maximum 
Any combination of one, two or three devices on a single gang 


Fac n device low r inte the strap with a 


can be assembled quickly and easily 
twist of the screw driver 

With the Lev 
combination that is 

able with « ther devices of the 


iton Interchangeable Line, you get the devices you want i: 
right for the job. And these devices are also interc} 
same type for replacement purpose 


Devices fit standard boxes and wal] plates Available in brown 
phenolic. Newly designed wall plates in metal or phenolic are 
Listed by Underwriters’ Laboratories 


easily cleaned 


done 


Your hest 10b8 are 


LEVITON MANUFACTURING COMPANY 
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HANGEABLE 








Select from this wide variety of 
interchangeabie components 


ae Het ‘ 


Cenvenience outiet 


Singie pole Double pole 
3-way and 4-way switches 


 @) 


Pilot light 


* 
‘ 
i ‘ 
Push button 


v¥ ¥ 


A] ~~ ~ 


Duplex and Triple outiets 








with 


BROOKLYN 22,N.Y 





® CRESCENT 


oven 
70. =>} 
Years | 
\rrremience jj 


ne 


INTERLOCKED ARMOR POWER CABLE 


Can Be Easily and Quickly Installed 
. . Saving Both Time and Money 


Crescent Interlocked Armor Cable 
with ALUMINUM or GALVANIZED 
STEEL ARMOR provides a flexible 
metal-enclosed method of wiring 
for power. Speed and economy of 
installation are the principal advan- 
tages of these cables since they can 
be placed on easily hung racks or 
attached to building surfaces. Max- 


INTERLOCKED ARMOR CABLE 
WITH IMPERVIOUS JACKET 
Three Conductor-VARNISHED CAMBRIC INSULATED-O-5000 Volts 


ANNEALED \ 
COPPER VC COLORED JUTE 
CONDUCTOR TAPES 


The Varnished Cambric insulated con- 
ductors are thoroughly protected by the 
Impervious Sheath of toujh thermoplastic 
which is highly resistant to moisture, alka- 


FILLERS 


SYNTHOL 
TAPE IMPERVIOUS 
SHEATH 


imum current carrying capacity is 
secured by the use of the varnished 
cambric insulation. For outdoor or 
damp location installation, it is fur- 
nished with SYNTHOL IMPERVIOUS 
SHEATH between the insulated con- 
ductors and armor, as illustrated 


below. 





INTERLOCKING 
ARMOR 


lies, acids and oils. This cable shows at- 
tractive savings when strung from mes- 
senger cable or in troughs outdoors as 
between buildings. 





WRITE FOR BULLETIN 
CRESCENT INSULATED WIRE & CABLE CO 
TRENTON 5, NEW JERSEY 
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GEDNEYS RIGHT THERE IN YOUR CORNER 


helping save time...hold down costs 


CORNER FITTINGS? Well, here are three 
that have proved immensely popular for the 
simple reason they’re easiest to install — save 
time and labor that really counts up. Like the 


90° CORNER ADAPTERS 


Fitted with gasketed cover. One end male, one 
end female. Made of malleable iron, cadmium 
plated. Your choice of sizes from '2"' to 2” 





GEDNEY 
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FITTINGS FIT 


rest of the full Gedney line they’re made of un- 
breakable malleable iron...accurately machined 
and threaded... individually inspected. Order 


Gedney — always for lowest installed costs! 


TP 


Fitted with gasketed cover. Both ends female 
Made of malleable iron, cadmium plated. Avail- 
able in a full range of sizes from ‘2" to 2” 


CORNER |} 


Today’s top specification for space-saving, ma- 
chine wiring, easy wire pulling. Malleable iron, 


cadmium plated. Sizes run from 2" to 2” 


GEDNEY 


ELECTRIC COMPANY 
_A 
CEDNEY 
y 
NEW YORK 20 


RKO BLOG. + RADIO CITY « 


f ty « i> P 


wy a : Pt 4 lertyville, € 











Cable laying 


by AL NEWSPAPERS seldom get ex 
4 cited over the laying of a sub 
marine cable. But when Central 
Maine Power Company announced 
plans to link the island of Islesboro 
with a new 12,000-volt underwater 
cable, newspapers throughout the 
state covered the event 

The new cable, three inches in di 
ameter and 2.3 miles long, was made 
in one length with no splices per 
mitted. The cable, reel and cradle 
weighed 63 tons, and in the whole 
area north of Boston there was only 


' 
' 
‘ 
' 
i 
' 

' 
' 


Rath lron Works’ crane loads reel from flatcar to barge 


CMP officials che nal armoring » at mill, 


|-year-old “Seguin” stands by ready t CMP crew boards launch d 
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makes headlines in Maine 


one water-front crane (owned by barge reached the far shore at high wo | of asphalt-saturated 
tath Iron Works) big enough to tide (as calctlated), so it could get jute are spirally applied in opposit 
load the reel onto its barge. Even close to the shore directions, followed by the all-im 
the tugboat was newsworthy; it wa The Tiger Brand cable w made portant No. 6 galvanized steel armor 
the venerable “Seguin,” one of the up of three No. 2 conductors covered wire A final asphalt coating is ap 
oldest tugs on the coast, built in Bath with conducting fabric tape , incl plied, then a layer of chalk to pre 
71 vears ago of marine rubber insulation, color ent stickin 

The actual cable laying was di coded fabric conducting tape again 
rected by Al Young, CMP’s Eastern then a tinned copper tape that fur 
Division line superintendent. Under nishes additional shielding and also If you'd like mo information 
radio control, the barge started off at protects against the toredo o1 hy bout submarine « iv other kind 
daybreak to lay the cable in the 220 worm Saturated jute filles ind a of high quality if brand cable 
foot-deep (maximum) water. The binder of rubber-filled tape com just call your n can Steel & 
laying took only three hours, and the plete the core Wire sale 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIB RS + TENNESSEE COAL & IRON Div N. FAIRFIELD. ALA 
NITED STATES STEEL EXPORT COMPANY, NEW YORK 


USS TIGER BRAND ELECTRICAL WIRE & CABLE 
os o/~ 1 STANDARD TIGER BRAND CABLE FOR 
_ ” EVERY SPECIAL JOB 


gaat B "le, 





asbestos wire and cable ® varnished cambric cable 
mold cur rtabl r 

ed pe able cord ® interlocked armor cable 
shovel & dredge cable 


® special purpose wire & cable 


paper & lead cable 


® aerial, underground and submarine cable 





>» Otamet 2 Ss 


Pi wt 
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“Bm” #100 
Cutter for ‘A, % 


ond 1” E.M.T 


the original insulated 
concrete-tight 


INDENTER ) “Bm” #1000 
: } . — Holder for 'A, % 


and 1” E.M.T 


FITTINGS te, “am $807 


Connector 


TL Lan ers — 








€ 


“BM” #600 


Changeable Jaw Indenter 


Cross section 


Briegel Rain-Tight E.M.T. Compression Fittings 


SIZES FROM SIZES FROM 


%," to 2° “%" to 2° 
Briegel Representatives 
from Coast to Coast 


J. 4. Akermen Herbert lL. Jones A. Lee Clifford 
813 Sistine Avenue 745 Ohio River Bivd se wreet a All B-M Indenter Fittings ere UL 
ndian i Indiane 

Coral Gables 46, Florida Pittsburgh 2, Pennsylvania wag oe ald 4.4449? Approved as concrete-tight and 

Phone: Mohawk 7.3664 Phone: Linden 1.6684 e all Cempression Fittings os rein- 
. . Welter 5. Nash tight es well as for general use 

Harry C. Andrews Co Allevin & Associates,inc. 210) Tule Street, NW (File Cord £10863). Also comply 

5440 Gravois Avenue 1200 Se. Peters Street Atlanta, Georgia BM) With Federal Specifications 

St. Louis 16, Missouri New Orleans, Louisiana Phone: Elgin 8071 


‘ e wW.F.406 
Phone: Hudson 1.7373 Phone: Tulane 6480 & 84869 Rutkin Blectricel SelesCo 
e . 935 Stanford Avenue 


Crescent Electric SalesCo H. A. Maggiore & Son Los Angeles 21, California 
. 1800 N. Humboldt Blvd 15 Carleton Street Phone: Tucker 12244 5 
Chicago 47, lilinois Cambridge 42, Mass ° 


Phone: Albany 2-2600 Phone: Kirkland 7-4954 Vatkus - Kissel 
° . 1711 Kelly Street 
Dallas 1, Texas 
&.L. Cunninghem Electric Co. Ernst F. Hauch Co. Phone: Hamilton 8.7388 
043 South Front Street 1282 Folsom Street w 
Philadelphia 47, Pennsylvania San Francisco 3, California W. W. Wheet & Sen 
Phone: Lombord 3.366043-3109 Phone: Hemlock 1.1828 2219 4th Avenue 
e . Seattle 1, Washington 
ho ‘ P 
tL. J. Crews R. C. Handy Seles Ce. Phone cones 6222 
1725 Arlington Road 4811 Excelsior Bivd Arnold 3. Young Co. 


Richmond 20, Virginia Minneapolis, Minnesota 12600 Hamilton Avenve 
Phone: 4.2273 Phone: WAlnut 6.2939 Highland Park 3, Michigan 
. . Phone: Townsend 9.508041 G A LVA, ® | L L i N  @] i Ss 

Curtis Seles Corporation t. D. Heed Seales 4 

- ; 4 £. J. Martin Company 
3231) Warrenville Center Rd 1133 West 8th Avenue 

A 150 Nassau Street 

Shaker Heights 22, Ohie Denver, Colorado New York 38, New York 
Phone: Skyline 2-0225 Phone: Acoma 2-800! Phone: Worth 4-6270 


SOLD ONLY THROUGH ELECTRICAL WHOLESALERS 
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He's reaching for... 


the BEST 
ELECTRICAL 
TAPE... 


- 


You ra 


To WA ce TOPE” ACCURATE TAPE 


FRICTION, RUBBER SPLICING, ACCURATE MANUFACTURING COMPANY 
and PLASTIC TAPES 
LARGEST EXCLUSIVE MANUFACTURER OF ELECTRICAL TAPE 


Gartieid, New Jersey 





everywhere you 


Specialists in signaling since 1872 


DESIGN ¢ DEVELOPMENT ¢ MANUFACTURE 
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look you see | EDWARDS 


ELECTRIC SIGNALING, COMMUNICATION, 
AND PROTECTION EQUIPMENT 


eighty years of performance 
proves, better than promises thre superior 
dependability and efhcency of Edwards 
signaling equipment Pens of thousands of 
schools, hospitals, factories, businesses and 
institutions of all kinds enjoy modern, more 
efhcient Edwards signaling, communication, 
and protection systems and components 
For complet information, see your Ed 
wards Technical Specialist, your Edwards 
Distributor, or write:Dpt. FW halwards 
Company, Inc., Norwalk, Connecticut. (In 
Canada, Edwards of Canada, Lid., Owen 
Sound, Ontario. ) 


’ 


FOR SCHOOLS 
clock and progran yster 

fire alarn 

bel! ,n 


intercommun 


FOR HOSPITALS 


ten { 


nurses call sy (aud 
doctors’ paging systen 
fire alarm systen 
in-and-out register 
psychopathic alarm syst 
contact device 
FOR HOMES 
door chirme 
me fire alar 
bells, buzzers, electr 
push butt 
burglar alarn 
FOR BUSINESS-INDUSTRY 


lokator b er 
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nliiae syntols of fly 


PROTECTION IN THE AIR 


FOR YOUR 
WIRING PROTECTION 


Standard-threaded rigid steel conduit is 
the only wiring system approved today 
by the National Electrical Code as 
moisture-, vapor-, dust- and explosion- 
proof for use in hazardous locations and 
occupancies 


Youngstown Buckeye full-weight rigid steel conduit is the answer to all 
problems of safe and efficient functioning of your electrical wiring sys- 
terms in any type location. On the job, you will find it’s easier to fabri- 
cate-—easier to fish wires through—and above all, Buckeye Conduit will Ask your distributor for 
save you money because its excellent corrosion resistance always provides y 
a much longer, untroubled service life. 

Remember, because Youngstown is the only producer of rigid steel con- Youngstown Buckeye Full 
duit controlling all processes from ore mining to bundling the finished 
product, you can be certain each length contains the same high qualit . , : 
that has made it the accepted standard of owners, architects onl a Weight Rigid Steel Conduit 
tractors everywhere. 
Ample stocks of our distributors will keep your jobs on schedule—and ond 
cover emergency needs whenever they arise. Call today for that famous 
quality and service built into every Youngstown product : 
Youngstown Electrical 


THE YOUNGSTOWN SHEET AND TUBE COMPANY Motettic Tubing, 


Manufacturers of Carbon, Alloy and Yoloy Steel 
General Offices - Youngstown 1, Ohio 
District Sales Offices in Principal Cities 
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first for quality cords 


al 


b REASONS WHY ELECTRICAL 
WHOLESALERS RATE ROYAL FIRST 
FOR SALES .. . FIRST FOR PROFITS! 
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Quality-Engineered Products 


Most Complete Line of Lamp, 


Fixture and Portable Cords 
Top Brand Acceptance 
Modern Packaging 


Rapid Service from Stock 


~.< 8. US 


Nationwide Warehouses 


You always get more ell more whe you feature 
the profit proven Royal Electric ne Prove it tor yourself 


write us today! 


ROYAL ELECTRIC CORPORATION 


PAWwT re 


f WIRE + CORD SETS + FUSES + WIRING DEVICES 


31 





“| never thought my 
salesmen would do 
homework.” 


; 
mea penny 


i ii pl ohe 


Af /O 
4 f 
I Sten 
ELECTRIK UPPLY 
DI MOINI T 


Amprobe's free sales training program is 
just one of the ways Amprobe puts more 
money in your pocket. ‘)! Amprobe back 
ip with a five point Jobber Profit Pi 
100 Jobber P 


You can count on 


AMPROBE 


to help train your sales force 
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BIGGER PROFITS 


FROM EASIER TO SELL 
BUCHANAN FITTINGS 


P-we 
, a) Ne ea 


‘ / 4 


These new BUCHANAN -made all-stee! fittings are designed for faster selling and more 
repeat business. Ask your Buchanan representative how these products 


will help increase your fitting sales. 


All-Steel Construction 
Ruggedly Made 
Sturdily Packaged 
Clearly Labeled 
BX CONNECTORS ROMEX CONNECTORS 
Set Serew Type Clamp Type Fully UL Approved 
~~ —“~y 
» a 


y 
. a Write for Bulletin W112 


ELECTRICAL FPROOUCTS 
—ee a =, CORPORATION 
Screw Screw HILLSIDE, we ans 
Mode by the manufacturers of pres-SURE-connectors , — eo 
pres-SURE-biocks © One piece Terminal Blocks @ Bushend Conduit Bushings 


“Snop-Action” Knock-Out Plugs @ and other occeptonce-proven products 


\ 
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() LAYTEX” ROYAL MASTER PORTABLE ELECTRICAL CORDS 





“U.S. Laytex Royal Master Cords last 5 to 10 times longer than any we've used,” 


says plant engineer of automotive manufacturer 















































Electrical Wire & Cable Department 


US United States Rubber 
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ATLANTA, GA. 
Koeln f 4 
144 Walker St, 


BOSTON, MASS. 
Jock Fay Inc. 
9:3 E. 2nd St 


CHICAGO, ILL. 
Kurtz & Co. 
30 $. Jefferson St 


CINCINNATI, OHIO 
Block G Cooper Co 
1050 Meta Ave. 


DALLAS, TEXAS 
Walter J, Huemmer 
Dallas Transfer G Terminal 
Whse. Bidg. 


DENVER, COLO 
ste leybaugh- -Thompson Co 
3th Ave 


DETROIT, MICH 
Block Brothers 
510-20 Harper Ave 


HOUSTON, TEXAS 
Walter J. Huemmer 
co Ed B. Thornton 
2829 Sunset Bivd. 


INDIANAPOLIS, IND 
Biock Brothers 
¢ ‘© Jerome Krienik 
4740 Hinsley Ave 

LOS ANGELES, CALIF. 
J. J. Schaller 

845 Traction Ave 


"MIAMI, FLORIDA 


Electra 
4002 NW, Second Ave. 


mnnenereee, MINN. 
Daniel Schwab Co. 


MISSION, KANSAS 
Weed G Anderson 

© George R. Mitchell 

5211 W. 50th Terrace 


NEW ORLEANS, LA 
Paul Hogan Jr 
342 int'l Trade Mart 


NEW YORK, N.Y 
Thea & Schoen inc 
46 Murray St. 


PHILADELPHIA, PENNA 
Wm. 8. Bleiman G Son 
252 NW. Third St. 


PITTSBURGH, PENNA 
Charles R. Nerrish Co 
2900 Smaliman St 


PORTLAND, OREGON 
The Sandertin Co 
201 5.E. Washington St 


ST. LOUIS, MO 
Wood & Anderson 
300! Deimar Bivd 


"SAN FRANCISCO. CALIF 


Eckert -Lioyd Co 
1225 Sixth St 


SEATTLE, WASH 
The Sandertin Co 
129.31 First Ave., West 


SOUTHINGTON, CONN 
Jack Fay inc 
¢/ 0 Daniei J. Patton 
65 Berkley Ave 


SPOKANE, WASH 
The Zandertin Co 
Box 68 


SYRACUSE, NLY 
F ay -Sullivan inc 
259 Kensington Place 


EMT ELBOWS 


COUPLINGS 


SPECIAL LARGE 
RADIUS ELBOWS 


RIGID 
90 and 45 
ELBOWS 


—_— 


y! NIPPLES 


RUNNING THREAD 


we 


\fo etsleli inl iat) 
WALL PLATES 


A AE SE Lt 


« Warehouses 


H RECOGNIZED WHOLESALER‘ 


wcdeal 
Ad, 


, 
RB 
is a 





CONDUIT PIPE PRODUCTS CO., , OHIO 


PIPE COUPLINGS + PIPE NWIPPLES + ELBOWS, RIGID & £.M.T. 
RUNNING THREAD + GOOSENECKS + WALL PLATES 
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BRIGHTEN 
DARK 
CORNERS 
AND 
NEAR-WALL 
AREAS 
WITH 


APPLICATIONS 
GALORE! 


in barber shops; 

fitting rooms; over 
hospital beds, chalk 
boards, mirrors; for 
desks near walls; along 
ceiling beams relate! 
many other spots that 
are difficult to light 
efficiently with 


conventional fixtures 


oe” 


ecaml 
TRUSTED 


NAME IN LIGHTING 
SINCE 1902 


SWIVEL-SHADE Brocket 


UPoerDOWN.LITE 
Bracket 


~ 


INDIRECTABRAC 


BED-LIGHT Bracket 


d 


GSUTH BRACES = & 
(YOU NAME IT...WE MAKE IT!) 


20 WATT HALF.-PEERLITE * 
with Grotelite’* Louver Diffuser 
center retlector—vup and 


down light 


HALF-PEERLITE 


2.1N. 1% with GrateLite 
one or two lights 


Louver. Diffuser an indirect 
cove ~— or @ louvered down-lite. Just 


turn it over! 


DOWN. LITE-BR8AC 


with Grotetite 


ANGLED-GLASS BED LITE - 
2-20W — up and down light 


WRITE ON YOUR LETTERHEAD FOR BULLETIN 929-G TODAY. 


* Tredemork Registered **@® U.S. Pat. Me. 2,745,001 Can. Pat. Pend 
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TIMES and TRENDS 





Little Things Mean a Lot 


In a successtul business 
wilding, the mechaniz 
Crive-in, pickup servi 
automatic statement sy 
But the little to 
i more 
me wholesaler ul ether Dp 
$50 for carpentry work. Where onc 
simple, workable n that furnishes into 
That 1s just on many homes] 
buile into their 
think of 
The addressos 
are used at the 
And the carb 
packages CO rhe 
And the mot 
a halt-ton truck 
for an averaye Cc 
And the by-th 
shipping plattors 
m the imvoice 
And the ra 
(ne Way a new lispenses 
And the will-ca ndow 
pull ALON LSsicae 
And the 11 
specil are 
And the 
VvcTy 
company 
And the outdo 
vfore the warcenhor 
And the pt 


Tf wOrs 


they re 
bineeriny 
Why 
ym chou 
a sugpes 
ward 


ofr period 


Deng ner hb 
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King eft Here he r t with A 


4 | SUPPLIES REQUIREMENTS are first ascertay 


arter general manager bak tCquipmer 





In Selling Small Industrials 
R. Blake King Says: 


First We Sell Them, 
Then We Serve Them’ 


By Robert S. Bush 


















4d Ht RES only one wavy to sell Why not clinch th il re) th 




















to the sma! industrial account company before efforts of planning 
And thats to be sure youre the job are begun?” he thought. This SALESMAN KING 
going to get the job before you go thinking has prevailed several yeas wore oF 
to the trouble of laying it out with King, and the profits have proved 
At least that’s the opinion of sales he 1s right 
man R. Blake King of the Charlestor Now, when a prospect approact 
Electrical Supply Co Charleston me about a particular project the 
West Virginia. And he should know alesman says I first sell him on mak 
He's been “burned” often enough in ing his purchase itm omy na 
the past then and only then will | go ahead 
© Waste of Time— Blak: he lik vith providing him with th 
to be called ays that in the past, he 1 am able to give him 
has been asked to lay out pl in ! I get assurances that | will sell hin 
many jobs for his mall immdustrial the materials for the hb before I la 
ustomel it out 
Often, after spending many hour © A Competitive Firm— In lling th 
in laying out plans for wiring, service prospect on the idea of making the 
















entrances of lighting he SHV | purchase from C harlestor lectrical 

found it was all a waste of time. After supply, King points out that his firm 

I would give the plans to a customer ompetitive with other distributors 

he would put them out for bidding n ( harleston 

ind | would often lose the job He alwa' tress that his lines CHECKING wit! , ' 
Before King took over laying out ( quality lin ind that the crvice 3 ' 

ibs, Charleston Electrical Supply er that goes with the job 1s good. He 

ployed a man full time in drawing loes this to gain the confidence of a 

prints for a particular project Because prospect ind to be sure that the mat 

many prospects used these prints to rials and service a customer will get 

obtain bids from other electrical d will be first 

tributor the firm discontinued th We want to be | id Of the ! 

































servic J n 1dd ] Nant ul 
e Tries New Approach Along with ustomers to be proud of th 
his selling. Blak ontinued this la pleted job and our 
out service program, but soon found We offer supervi ery whieh 
he was not making progress Som the ob uw underway. | live with 
thing had to be done He was spend until its completed to hn p work out 
ing too much time working on layout iny problems which 1 ht arise 
when the return were not profitable Most of the electrical ont 
Then he thought of an idea: “Why ire well qualified to do a good job 
vo to the trouble of spending a lot but I visit a project often to make 
of time working with a prospect when ire the right kind of f heing 
there is no assurance the supplies will rendered 
be purchased from Charleston Ele © Gauge Needs —Blake believes it is AFTER PREPARING ' r 
tric? Continued on next page ’ . 
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First We Sell Them (cont.) 


mportiar 


vith hi 


tom 
! po 
tin ind mon 
materials and installation 
find 


juIpm 
the mo 


houwld 


Atte 

head 
iyvout 
his horn 

| 
out 
Linke f ‘ my other ounts dur 
ing my regular wor » hour he 
omment Usually { tukes me twe 
veeks to omplet out ind l ck 
this work at night u complete 
ind accurate 


e No Invasion The salesman do 


wt plan layouts } obs. He 


tresses that if intention 


40 


no ettort 
part u nto the profit 
ontractor 

| tres iT n ustomer! 

t maintain an electri 

that he can present my 
ontractors for bids. But 
ify that the contractor getting 


must purchase the materials 


make. He y doing thi 
iften in V i i ount expen 
ot taken into ) deration 

After Blake fj es the layout 
vets it checked by embers otf 
West Virginia In cuion Bureau 
fore presenting it ompany official 

These people are more than glad 
to assist,” he says Our installations 
ire governed by the National Electrical 
Code, and inspection bureau officials 
ire interested in seeing that jobs are 
aid out properly, This help is bene 


ficial to me and my ustomer 


helped 
upp \ 
lw 
past wh 
somcone 
anymore 
job first 
only have inc 


satisfacto 
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equipment and 


At least, 


ind shoul 
manner 


omer musi 


napper 
have the 
sales not 
an still gis 


ustomer 
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Buffalo’s Davis put 


together a... 


Guide for 
Selling 
Electric 
Living 


e ‘New 


December 


1956 


Idea LD 


ELECTRICAL 


WHOLESALING 


SALES MANAGER |. J. Frank shows fixture catalog 


Distribution 


which was expanded to in 
clude range of electrical items 


Bo ne ow 
; 


*; * 


g 


for use by contractors in 
selling electric living 
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‘ 


“You can’t be with the customer all the time—but your sales message can!”’ 


Selling Between Calls 


That's what cub salesman Junior Stevens learns as his sales manager explains 
how to pre-sell and tie-in with his firm's advertising, sharp-shooting sales let- 
ters, mechanized direct mail, manufacturers’ ads, industry - wide promotions. 


By Winston N. Coburn 


A. Martin, the 


cub salesman 


appre 


called ¢ 
Junior Stevens, the 
then ducked 


ITEVENS, | want to see you! 
sales manager a 
dashed by his door 
hensively back into Martin's office 
Sorry ( A I had some calls 
out and make 
Well Steven | 
making calls this last month. Tell me 
time to sell everyone effectively? 
guess | haven't hesitated 
I just need to find some way to make 
Ihere is just 
than | can get to in working hours.’ 
know how glad I am to hear you say 
you keep feeling that 


Junior slowed 


MmAwOU te) 


1 wa 


re illy have heen 


have you found 


understand you 


Junior : A 
sales in my sleep 
there in the 


Ni | 


imply more business out 
territory 
You don't 
that chuckled Martin 
But Stevens 


, iles if} you} leep 


I hope 
know? 
about my explaining 


didn't you [here is a way 


How 
sure wish you would enthused Junior. “Nobody 
ever told me about thi 
Ihis won't take 
“Stevens, making sales 
iaking advantage of activities that pre-sell your customers 
What are some of these 
hesitated 


satisfied cus 


long began Martin precisely 


in your sleep depends upon your 


activities? 


Junio 


hetween calls 
“Well, 
Catalogs left with the 


advertising I PUCSS 


customer, other 


tomers 

Yes,’ uns 
by advertising 
t customer to use a product. A less effective ad may 
questions, to listen 


sh these first 


he Ips you 


wered Martin. “Your 
birst a really effective ad may convince 


company 


curious enough to ask 
When the ad fails to accomplh 


make him 


t vour story 


two steps, it may sul | 
ihbmerged in your custome! 
If you repeat that phrase 
tory the customer will 
tory, sometimes to the 
agree with your claims 
most like 
Yeah, but ¢ \ vhat 
customer doesnt even 
thinking 
something 
Yes. Advertising can 
[hat brings us to our nex 
You can see that to 
i constant stream of adve 
Distributors In 
budget. Muct 


yellow page ad 


magi isnt it’ 


about that wint 


broke in Jun 


Pionee! 
advertising 
telephone 
facturers on local product 
various little printed gadget 
telephone number before our 
That leaves us 
is—how do we go about it?’ 


harp OW Mak 


a sample of ou monthly 


even i 


First we can 
Here 1s 
passed Junior a copy of a two page | 
on a special bond letterhead. Ber 
appeared in the 


a gnzzied old-timer wr 


ing there 


pipe with a large caption 
Says 
| spoke ot sharpshoot | 
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ustomel! 


itch-phra 
mind 
you! sale 
to your 
customer will 


ale A) 


that the 
know hes 


to take or 


i many trie 
tinued Martin 
we must pou! 


Now 


with manu 
tor the s« 


r name and 


count 
Marti 
luplic ited 
tive head 
ration of 
stubby 
Wireman 


Martin. “Well 
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lame 
die indicating the 
MEC for master el 
PE for plant electri 
All these pe ple will 
nd we always includ 


the letter reasonably well 
he classifying code 
il purpose Wi 
sed in iddre 
tad positions 
ding to your 
Let's consider 
niy to motor rr 
jo ire i spe 
equipment will 
total m 
{ pos ible 
t e and send it 
terested. Either the mont! 
fective because it 
know intimately 
With 
the office 
tationery Sales 


will find customers 


lepending upon them 


Get a Nose for News 


ns that your 
onstantly findin 
You ll have to cd 
In addition 
with our sak 
f them with 
the 


this 


ustonn 


here ! i 
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sumer mailing list it we 
So far. I've been discussing pont on 
{ selling in your sleep. It is ime now tod 
ssential point. This barrage of advert 
the manufacturer and the electv 
oward your tr ide custom ind 
vill all go for nothing, if you 
must tie-in to current advert 


venefits. How can you do th 


Know What You Can Use 


ust keep aware ¢ 
in make use of, We 
anv national advertising 
get copies of all viverti 
territory. What more 


ludes the monthly sales lett 


iat have 

the item on every 
ill. ask for the order 

story on this item bel 
the rdvertising ha 
ng, this procedure 

the surplus and ch 


stock que thon 


( oupon 
erred to us a 
these le id and dont 


iughter actually ar 
| 


ood 


elling jot then 
lealer or ontractofr M4 
get him on the I 
f the lead ippcal 
consumer that you 
ionally you may find 
school ¢ 
Then, cooperate with your 


lemonstration 


' 


equipmer: 
et } 


COMING NEXT: "Don't Ring Up No Sale 


how to keep the customer « spark of nterest 
neil 


your next call 


Yat 


i 
shiv 





SPOTLIGHTING YOUR MARKETS No. 20 in a series 


Brings you up-to-date on what you can sell to 





The Machinery-Making Market 


@ Machinery-makers — electrical and non-electrical — expect to have 


doubled their 1950 production by the end of the decade. 


@ Plants range widely in size, in location, in specialized products made. 
Special needs are items for construction, automation, OEM. 


@ Purchasing agent is the main buyer. But the plant engineer and the 
design staff have a big say in what gets ordered. 


Capacity doubles Hk MAKERS of machinery—electrical and non-electr ire expanding 
during this decade their production facilities at a rapid rate. If 1950 ts given index of 100 
electrical machinery manufacturing capacity now equals | ind non-electrical 
equals If And projections show that both field vill have doubled their 1950 
ipacity by 1959. 1956 capital investment alone is expected t top $1 billion 
Ihe scope of this market takes in the specialized equipment mentioned tn pre 
ious articles in this seru printing presses, dry cleaning machin bottling unit 
inning equipment, and many others. Machinery-making plants are, in the 
omplete factors While many plants buy part of their component 
or many make their entire product—and th facilities run 
om patt ops to foundries, trom wood shops t full-scale assembly lines 
I here cou! iphi pre ad, too, tor these plant re cattered throughout the 
ountry, They range from small shops making special di ind tools to hug 
torn turning out motors and generators. It estimated | tt re af Sf 


n-electri machiner pl 


Supplies: find four 1Hk MACHINERY-MAKING market is a toy 
. iif n Ther i range of pl int in size, end 
main end uses 
plants use, in gener ery product handled t 
firm, usually in larger rather than smaller quantiti 
Ihe electrical nee: in fact, are so broad and 
oom here t even t if pao Perhap 
look at end 
@® € onstructior 
®@ Normai stand! 
~ fF quipment for automation 
® Original equipment i ke mat 
The products used by machinery-maker 
They are the nub of the matter B tudying 
mMuking a spect ror understand them 
his know-how ! iready knowledgeabl 
ll lead to biges i ‘ is big-buying market 
I he opportunith I < al ¢ perha 
dustrial markets 
t tend to invil 
Ihe purchasing 
department of fron 
der-placing. But othe rical boss 
have a big sav in day-to-day p ind design and t nical personnel have a 
hand in original equipment purchase: hen cr pita tl nvolved, toy 


rement muk ! fi 
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Machinery-Makers: Fron on to original 


THE MODERN machinery 
shifting work cente! hany 
ind method All of the tool 
plant electrical crew 
These tools include 
iceway and conductor 


myriad of other item 


The salesman’s main 


ittention to new product 


IHESE CONSTANI 
raceway, fittings and 
iwhting fixtures 
Again, while the 
pening here for up-selling 
demonstrated——with emphas 
Perh ip there a spotl 
fluct distribution, or for 
yuency unit heating Q)y 
wiring tor office lighting 


lvhtineg circuit 


AL TOMATION i me 
in ind equipment TOWING ima 
he problems involved. Help from the 
indwork tor expanded volun 
sin more than vacuum 
ric control 


absolute 


BUT PERHAPS the great 
ment field. Besides furnishing 
ties, the wholesaler in sell 
help—-component parts for th 
Motors and motor control 
witches and timer fans 


V-helts. solenoid val rad ¢ 


This concludes EW’'s series on what you can sell to 20 primary and 
supplies and apparatus. Tearsheets of individual articles are availabk 
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secondary 


w hile 


equipme nt 


thes 


Construction tools 


Standby items 


Automation items 


Original equipment 


markets for electrical 


last, upon request 





STANDARD TAKES... AND GETS 
a ewe DAILY 


Among the daily reports pro- 
duced at Standard are listings 
of all invoices (top) and of cash 
receipts (bottom). 


oo and account opening balances 


Automatic Statements- 


AC HINE-MADI 

provided important 

Milwaukee Standar 
Supply Co. in thre eur that 
has been in ‘ tion. But 


the 
informa 
nts and 


thn eXtra | redit lerably 


thon report 
i mportant 

The prom 

tup Nave mat 

e The tabulat 

replaced” the accounts receivable de 
partment now handies the statement ) ad i | } with ma 
for 7,400 accounts in som hor writ i} d checks 
cLiINHing 
extra in 

thon 


TABULATING 


ir 
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- AUTOMATICALLY: 


MONTHLY 


STANDARD ELECTRIC SUPPLY CO 


Chief product of automatic sys- 


tem is this statement, complete 
with 


information on account 
credit standing 





rt ett te PLUS — these extra reports: 
+e Be yikes ® Sales — by territory 

tte a See ater ®@ Sales — by type of account 
eae" Ate See 

coon See eet hi ® Sales — by size of invoice 
ie et tL 

eat" « pe 4 e* 660 

Saee % yas 900 en 


® Breakdown on returns and credits 


® Breakdown on pricing errors, etc. 


—And Lots More 


By Durward Humes 
t to the {) ) dav lag that pre Te A | 
hampered the lect ' h f p fast ! 
Month! redit hist é ! { J th | tu | 
the machine now iid have take i long t ! I 
1 k n handy } | And {i would } taken 7 } ' 
ken dow! I d e Experience 1} 
inty and cil t most tant ‘ fit t f 
e Breakdowns— Stand I Seigel ynclud H 
fast HO O00 f j { eport rt skal 
ind rental of IBM eg tyy Se j } 
Na evarded | I} ha 
I . tf in 
" } 
| t in | 1s | 
j J f 
! A I 
( i { i ik 
j ports U ! pilex d 
December 
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Automatic Statements (cont.) 


There are Extra Benefits for These Men 


nuMmoet 
at partment 
hile incl the 
fiom attorn 
thi lan 
ney downtow 


luily pe 


form 
e Month's bad 


PRIN 


latter 
tabu 


oll thy 


machin 


CREDIT 


ature 
custome! elleap 
Ihe IBM machine 
plies payments agai 
items wn on 
ikhs down oO 
or mor 
nflormation 
It thi 
rik 
the 
port 
tutement 
on comm 
territort i ‘ it t . 
lown COLLECTION 


s+ } 
ix t 
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INDUSTRY-WIDE PROGRAMS 





President Jankelson presents prize to salesman Harold Reisfelt—one of 78 who came to meeting. 


Incandescent Takes Story to Salesmen 


SAN FRANCISCO H n" ver « 
r ) I enthustias { POorAl 
pi 

sho must 


nt Supy 
vhat he think 
illecl the ilesmen 
main house here and fiv 
rie day mM et 
th Northern (¢ 
nad Pa 
In inde 


to the neld m 





indescent 


ALL-INDUSTRY 


¢ Cooperation 
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THE SALESMAN’S TECHNICAL NOTES 


GROUNDED CONDUCTOR 


LAMP 
en HOT CONDUCTOR 
SS ominandl 


No. 36 














COMBINATION 
L { N E housings are 


made up of wo 
su/tches or Com- 
binations ot Switches, 
receptacles or pilot 


lights. 








i 


COMMON ~~ 
TERMINAL 














——_ 





SWITCH PLATES 


are made in mary variehes 
fo accommodare a// types 
of standard, cornmbinahan 
and interchangeable fires 
of switches. 


The switches are inde- 
penden?’ of each ofher; 
each may conrro/ a 
Afferent fap orr tre 
same circust Switches 
are cormectea fo /n- 
terrup? the “hot” corr- 
Auctot Thus wher switches 
are off, fro potentra/ 
exists at harnp socke?s, 








DOOR SWITCH 


4’ts 17% door yarns 
on hinge side. Models 
may be obfained fo 
turn hight ether or 
or Off when door 1s 


U)s 7 hdl 


PENDANT SWITCHES 


are suspended or cord fo 

contro/ overAead Fixfure. 

keed-through switches are 

mserted anywhere 17) cord. TOGGLE 


CANOPY SWITCHES 


are normally mounted 12 
fixture canopy or other 

eguipment for contro/ of 
the fixture or eguipment. 
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Pinpoints the Information You Need on 





Wiring Devices—Il 


vith 


noise when the man 
ithe position in or the ft 


By J. F. McPartland | 
and W. J. Novak ndl . 
ul } in vhere ilent imi i vo my 
idly ig Inductive loads: Swit 


hospital 
ids must 


WIDI ing 

witches is included 

term “wiring device 

ing switches are used _ th s 
popular for 


of interior 
h 


nstallation 


handk 

han 

rotating or roc ng moto 

vives definite ind of “4 [ typ P , He —s 


ring-and-cam 
| 


i nm 
momentary contact 


! tam 


on Imre 
members for mou 


vw outlet box 


Standard Switches 


the 
to wi 


rry he 
flush tumbler 


ind met 
; ; 
tcifie 
mp 
itty 
rating of the 

lungsten filament loads: | 
| } 


Ww mount 


Mercury switches 


| 


Month: Wiring Devices—ill 
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IN DRIVES ... 


WINDING UP | 


Positive Approach Prevails at 


ag ojyustily 
third 


Md pul 


r i wood then 


ISTRIBUTORS and manutfactu e industt ‘ 
th annual or the meeting This growing uf 


Michigan ro he iid nclude it lea 
lovyalt il ( i ru ervices 
who ; e kconomical vs Cheap Featured 
j omu ‘ ) mote the ike Arthur W Hooper EXCCUTIVE 
C ful hauitman R kK Hill, Haw } ial f Cece a the vel National Association of 
, } ‘ t ‘ Distributors ud the pre 


(4) i ‘ tec ! { vil nent 
} nad iture health and weltare of 


ef ittending the 

meeting Lake 
Club at brench Lick, Ind., addressed important ny first 
hoth them wolt ball md their prot leading manutfacturet 


em i t positive mannes 


| industry depend largel 
to keep a clear, firn 


ine of demarcation between econom 
il and cheap distribution. Econom 
il distribution | th nt distribution 
Hution that ccoynize i! 

} tomers and 
upplhier il re ponsi 
bilities in a manne! ontributes t 
i higher standard ving for the 
Ameri ribution 


hara t lack 


pon 
furthe! 


hutior 


Hoops 

rake 

it th 

lo operat 
tated, “t 
men. Poor 
ne hal 
leads to pe 
iiten le 

| espon tif 
e Basis for Judgment 


MUTUAL CONGRATULATIONS xtended | its ’ mith president 
f " Fle ' ‘ Hind 1 the 


4 i» ‘ 
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IN PUTTS... 


LINING UP 


French Lick 


tne 


ch the 


ind stick 


hipment 


[ im 


e Sales Training 
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IN SPEECHES ... 


Excerpts from “‘Our Daily Bread” 


An address by A. H. (Bill) Gudie, president, Trede Service Publications, Inc 


idequal 
n contractol f A ) ‘ 
uisand dollar TAM 4 / ‘ im Nan 
hale lers have becon erm 1 with ‘ 
A large portion of this “big job” business is going at prices that arc 
usually referred to as “too low.” [hat t} 
nd of the busine 


nevotlatec 


A hole 


yard tor the ervice 

Nevertheless, there are some who would point to this as progress——as 
evidence of efficiency—as evidence that the wholesaler can really move 
goods at low cost. Perhap » but do you kn wWlesaler who cat 


Mal wre pron I ’ 4 | 1 } } ! econ 


int be ck nm a total ba 
o there must ‘ om afi i mk 4 { 
Once upon a time there may have been some sense to taking the large 


job at a low figure in order to get the “shorts” and pickup business, but 
the package idea now rules that out. Som wwe dow 
VE thing on a job 
the j 


Py 
1 what ne to prot 
It comes from the several hundred industrials and contractors that 
every wholesaler has on his books who pick up or buy their requirements 
from day to day as their work or jobs develop a need 

These are the people who come in to your counter 


my ] 


These are the people who call up on the phone 
| omethin { them 
ou talk t ul 
These are the people who rely upon your stock | 
t tI f - ul in ele 
These are the people who look to you and your salesmen for advice 
' ' 


' ' } how f ’ ’ 
} 


PI 
These are the people who are really interested in the service 


~} 4 } willing to pa tt for that 


These are the people who probably produce 85 per cent of the sales 


’ 


Oo rm ‘ nut # per ent of the transact ind en 


tickets that go through your organization. Not 5 pe: 


hor to 7 | ore mat nm rate Ip } r op \ 
These people are mighty important in your business. They provide 


vour daily bread ; j ert 


, j j* 


$3 





Positive Approach Prevails (cont.) 


‘What Do You Do to Protect This Premium Business? 


These ure the people who justify the 
existence of the wholesaler. They pr 
ent ou with the opportunity to do 


our stuff! These people we 


wher A i rhe A y| iler can 
rie t peopl 


re the 


micatl 


most pee pl @ talk 
So, what do you do to protect this 
business, or to develop it? In many 


loo 
nted {00 


many 


many ) ‘ ww really im 
end fr ilt 
taking 
“care” of it. Your lesman is prot 
ind 
Perhaps you 


» make 


portant 
Oh yes, perhaps you are 


ibly making illing on 


iverit 
locker 
h ive 
ice customers parking lot 
Hut how much executive thinking is 
handling this busi- 
ness? | than 
nec “ary o pet the organization 
functioning so it can be handled with 
bother. Mr 
free ti negotiate that 


directed towards 


tall not one bit more 


imnimum of lxecutive 


int hi tinnie 
nip per ent jot 


Ihe 


business 


this 
eusy for 
You might say 


very nature of premium 


makes it your or- 
ganization to handle it. 
vhat you created your of 


lor inal the 


that 1 
moothts 


ranization rier 
in th 
r dorm Tri 


man a i) have 


better executive ob vou 


} 


enough ut how 


counter men wait 
ng on th ustome}:l yhoo ure 
qualified © adi il the nerit 


plication of most of the materials the 


hand out’? How many in res help 


vhen he come in with 
How man ile 
have you got on the road who really 
have not had suth 

liow long has it 
Mr. Top Executive, have taken a day 
the rounds calling on 
accounts with 
think this 4 


than 


your custome! 


uch a problem? men 


ient ¢ Kperience 


been since you, 


olf and made 


these average one of 


your salesmen? | much 


more productive pending it 
lunch hour 
find 


material 


i wolf course or at a long 
vith a prospect who | irving to 
are ucke to 
mob at cnt 


furnish the 
three 
ou to he ly 


for hi 


(C hanes vant 


plus 


finance 
feel t it would he 


time for ye 


Perhap ou 
a waste of pend an 
illing on eneht or ten run 
mull oun Have 
think what Wt doe to the 


rm € vhet 


entire day 
rf -the 
Lopp adit 
ny ool Mi Aver 


evel 


you 


take time out to 
k by lightning 
All of 


Teter rm il hae that you do cart 


voOuldgn t be more impressed 


that his busine is Valu 


i little pip-sque ik 


him 


wut 

ny g ne ws gome to 
ind use some of 
ul ilesman has been 


him 


upon 


y 
ouldn't have to do this often 
tomer now you are 

ud respects it. He re 
why you have a salesman to 
ill upon him every week or two. But 
builds uy ou ile ind th 
on when you give 

One da 
mak 


man will 


ilizes 
that 


man 


ittention 


month, spent! p executive 
th h ile 
clop mor odwill 
during all the 
month pul 
duti And 
find that you too will lear 


You, a vell as your sal 


» the round 
than he can 
day 


uing his normal ex 


reals remaining 
f that 
utive ou might be sur 
pris d to 
omething 
man, will ettin i bit of On-the-jot 
training 

During the past few years, the sub- 
ject most often discussed in electrical 
wholesalers’ sales meetings is the ques- 
tion, “How to deal with price cutting?” 
You ha ( probably sales 
idea 


ind he ha probably 


viven your! 
you can 
tried to 
iccounts. But 
effective if 
told the custome 
vhs the salesman that 
It takes the stigma off the sale: 
ind he till a 
he mie rou 1 next 

This is the sort of activity that will 
develop and cause your daily bread 
premium business to grow. Ii is th 

rt of that vill cause Mi 
think 


ind answers 
cloy 

that ste to h 
uldnt it be much 


More 
mally the bo 
couldn't cut 
price 


mah when 


good vuy 


week 


thing 


( ustomer to ‘bout your com 
interested i 
than the 


answer to the 


pany when he ts mor 
etting the meht thing 


Here Ss One 


roblem che 


rather 


)? wa 
ittin | velopin 
non-price business 

ere is more of this than perhap 

that might 


realize | imagine you 


thought my figure of 85 per cent 
from th 
high. But 


picked out of 


our transaction oming 


of pusine i pretty 


rr vasnit ist 


im sulle you vould he surprised 


transactions for 


took of twe 


many ar tr 


youl 


inalyzed 


day and note 


rst—-how om 
illed iv ine accounts 


{f the orders wert 


ELECTRICAL 


mer asking the 
It will be an 
ene! vive yOu a new slant 
your busing 
How much time has been spent by 
the manufacturer's making the 
rounds with your salesmen, calling on 
Have they 
vetting ; big” order 
to take at 


bothered 


men 


these average accounts? 
heen so busy out 
to bring | ‘ you 
it price | é i be 
iS ¢ illing or 


with cnaw ce me 


dium accounts and d 
ing some real spade work? 

How much you talking with 
manufacturers about this class of busi- 
ness? Probably very little. Too seldon 

the yanuta r take this cla 


ition vhet 


i y rie 


are 


ing plan 
ik al 
kind of 
wholesaler. It 


manu 


ut if 


bus! 


manulactur 

Right nm 
joo round ep some manu 
them ar 
mart than t 
rely entirel [ mn tn a ol 
nes I he larkel 
tion thar vial how do they 


facture! 


busi 

penetr 

market per elling to 

most people 

talking about the ttl 
Most production 

managers would go crazy if they had 


pe Opie 
manufacturers’ 


to gear their operations to the peaks 
and valleys of the demand created by 
the big jobs. [he that aggregak 
that com 
orders hand 

iler > smooth out the flow of good 
from 7 u on lil ind shiy 
husim 

Here 

f 


vhere T et t ielp of the whol 


can hely 


ping plattorm } thi 


they can Teh direct 


Mr. Whi 
functi 
mport 
So 


hannel 


throug} 
2) those 


ms that 
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Can‘t ‘Handle the Business? 
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wil i ‘Have to Stock? 


Can 4 Afford © Branch? 
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These are a few of the questions a distributor must answer before 


Establishing a Branch House 


Based on the experiences of electrical distributor W. B. (Duke) Imholt, presi 
dent, Electric Corporation of San Francisco, ELECTRICAL WHOLESALING 


presents this first in a series of articles on branch house management 


By Howard J. Emerson 


There 
case in the numb 
operated b inde pe ! 
late I9SS ompare 
irl 1954 (EW Sept 
During 1956 th trend toward decen t Cth «t 
tralization through branches has beer j | or mer influence 
nore noticeable for chains and inde . lovestiog ( apital Wisely 
pendents and ill ind ition point listributo } P leve d their r 
to an aeceleration of the trend fd 
Why? What reasons are behind th 
i » , . } 


[ ou 
} 


Turn page for why distributors turn to branches 














W. B. (Duke) Imholt, presi- 
dent of Electric Corp. of 
San Francisco, which began 
branching after WW Il, says 


‘Heres Why Distributors Turn to 


Establishing a Branch (cont.) 


distributor and his organization full-functionin distributor 
understand, and which he in ¢ ocal area, he ommand tull 
ind direct with full use of h ent | \? Te Most branche 
knowledge no longer 
e Broadening the Base 

tributor ire Opening Dran 

branche undet onsider 

means of roudening the 

ther pres reanization 

the ony 

primar 

They ma Y ‘ n opportunit 

to overcome ‘ ol vw market limita 

thon 


itter or | T eC cu mi i h edit wv ! | 
they prepare ‘ rv e Following the Market " I t 


For exampl dist tor the move of n listri ors | e Many Questions 
large percentage of contractor busine up branch in areas formerly vered one « more f 
ind a small amount of industrial busi assumes 
nes may look to a branch in an are 


where he can increase h potential of | know ti 
industrial ount In this of 

ways, the listributor pread 

pendence on a particulas 

ustomers, uses the full pot il oth ain hou nm l¢ potential of 

organization knowledge ind aim been h secondary market 

proves his buying position post-World War IT trend to 

e Better Margins Not : version of indust irly 

tors have considered ri ha pread o » S ng nev ‘ WHOL! 


strictly as a mean " 


ran 
etter marvin 


that purt 
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GOOD INVESTMENT 


t 


Branches 


BETTER 
operation ’ 
I il p entation 
e Voice of Experience 
been prepared 
nce of one ol 


nal per dent 


(Duke) Imbolt 


VOLUME 


1000 itving 


vit) ATTRACTIVE STYLES 6 WOE: Homes 


For first step in establishing ao branch, turn peoge 





Establishing a Branch (cont.) 





BHVIOUSLY 


ing to open a branch where there 


no distributor 1 «0 


are not enough customer to 
upport it 

Kut, that is a too 
the distributor first 
Do | 
hance of 
it a 
taublishment of a branch 
while? Says Duke Imbolt, the di 


must considet 


imple answer to 

consideration 
have a better than average 
producing enough volume 
make the 


worth 


salisiactory profit, to 


tributor 


What is the Market Potential? 


bFrom a combination of: |. the ex 


perience of the salesman either 


who has been 
Call 


ind good prospect 
local 


traveler or resident 


overing the area made on 


egular customers 


pecificall i find out what 


Distributor Must Be Sure . 


COMPETITIO 


' anc gle 


To be on safe economic footing in considering 
a branch operation, the distributor must re- 
member, says Imholt, that . . . 


‘The Branch Starts 
With Sound 
Market Analysis 


them, and the Can | Handle the Business? 


tocks 


use of 


would mean tl 


readily available data on the 


number of contractors, industrials and i potential well 


commercial establishments in the mat 
ket, the 


the areas 


ntl being produced 
distributor can estimate closely r in. Or has other potential 
total decide if the 
trical goods \ ‘ the type he 1s 
e Check Coverage —It the ‘quipped le profitably 

that Imbholt 
sizeable chunk of the total For 
Imbolt, the 
lettiny 


consumption of el must 
distribu 


coverage of market 


lors present 


represents a main 


UP Pose the 
a house f ontracwl 


that the 
ilesman prod nv n the territory 


then i) 
had better 
vell enough ulom \ 


not develop enough extra 


PUSTMNE 


tributor consider using me I Nusimne 
branch might 
business. The 
inalysi SOV that the 


tapped, o1 


marily t lof 
market 


tributor can't expect to capture a mat tial not 


business to p! 


warrant its establishment—-the dis poten 


now being that 


which represents its growth factor 


nostiy hea dustry 


ket completely. Unusual growth tac 


tors’ in the territory, however, might 
that 


tributor considering the branch on the ilesman 


beyond the business the 
yetting, the 
market potential vill ha et hare of thi 


nun outlook with the di lo <¢ Xf ind 


now branch 


ist of ftuture 


BRANDS 


mpetitive 


that 


tr t 
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KIND OF BUSINESS that the ; 


heavy ndustry market. [he distribu 


tor, Imholt points out, will hay 


jecide whether nt will be pi actic 
open a branch geared to 
service that the main hous 
quipped to back up with pe 
ces and invento 
e Usually Impractical—— Normal! 
not practical tor the distributor 
msider such a move, particularly 
iWering a4 minimum 
Imbholt 
when the 
hi 


new 


New Lines 
For the purposes 

however, it will be assumed 

distributor is trying to expand h 

ket rage through the openin 

ranch that brings to the local 1 

ome of th ime service that 

ult e reputation of the marr 

plus an extension of thes 


meet the local need f the 


He Must Know These Conditions ... 


AVERAGE MARCIN 
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Establishing a Branch (cont.) 





From experience in opening branches, 
distributor Imholt shows .. . 





ESTIMATING THE CAPITAL INVESTMENT 





Inventory 


For accounts receivable 


Equipping office and warehouse 


One truck 


Total investment in minimum branch 


$60,000 
90,000 
5,000 
1,000 


$156,100 





ESTIMATING THE OPERATING BUDGET 





Occupancy cost 
‘ 
yalaries 


Manager 


< 
One Salesman 


One Warehouseman 


Travel, entertainment, etc 


Cost of carrying accounts receivable 


$250 
500 
375 
350 
200 
450 


Services supplied by main house, pro-rated 375 


Freight and cartage 


Telephone, telegraph, postage 


Sundry donations, assoc 


Local taxes 


250 
100 


dues, et 60 


150 


Cost of carrying $60,000 inventory 300 


Commissions to manager and salesman 285 


Total Operating Costs 


Gross Profit, 17% on $30,000 


Net Operating Profit 


Return on investment of $156,100 15.5 per 
Net profit, before taxes, on $360,000 sales 


$3,675 
5,700 
$2,025 


cent 


6.7 per cent 


‘How to Figure 


OW DO! 
the 


via that he 
ling sale 
In th 
yan Fran oO, NOW a\ O00 
osting 
that hi 


ivcraying 


i month in é { I 


marvin if t! lu t en 

per c 
inalysis Oo 
that a local ral in readily 


$ 30.000 r th n le ifter a 


nowledge and 
determined 
reach 
month 40.000 is used 
the minimum w« vhile ¢ of 
he brancl 
At that 


ran h A 


figures, the 
mum profit 
hile il } } a teady prog 


that will pro 





Sound Analysis of Market (cont.) 





enter the 
ability 


ferential iy Imbolt iTS) 


distributor onsideration of hi 


to meet Competition with his branch 


In many areas, the tremht difference 


in give the branch a major advantage 


ver the distributors serving the same 


rea \ hipments trom the main 


house, In opening the Stockton branch 
Imbholt's firm wa ible to count on 
ibout a 4 pet ent treimeht differential 


ompared to handling orders out of 


Sun Francisco, and about | per cent 
antiuge 


over 


fremelt is 


erving Stockton out of Sacramento 


competitors 


How Good is the Business? 


In looking at the profit potential of 
he branch he ts considering, the dis 

what credit terms 
extend to get the 


Imbolt states. He ts 


tributor must know 
he will have ite) 
volume he needs 


referring to the carrying ol good 


redit not to the garrying of weak 
ustomers through periods of money 


troubles in the area 


£0 


tributor main Mouse 
i large cit will crys 

ndustrials and comme! 
Vv relatively level demand 
relatively teady rat 


But, frequently 


ayment 


voing imnto i 
conomy tied to 
where 


dustries, of onomy 1 


to the seasonal \ s Of agriculture 
vy regulated by Kir s of weather 
Ihe distributor ha know in ad 
ance what the economy of the area 
wound the branch mean to h 
imcountl receivable 

e Best Teacher vain, the exper 
ences of the Electric Corp. of San 
stockton 


Francisco and it branch 


provide an excellent example I he 
house serving the Bay Are 


with its 


main 
balanced economy—has an 
ilmost all year construction climat 
But the Stockton bi 


serves the 


only 
culy $ about the 
iryve i‘ n the Ba Area but ha 


anch not 


needs 
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{ i ud 
Anothe: 
the Stock 
if i 
nomy. Balls 
inpaid remain 
inpaid until ft ow t t it 
il good 
1 hi t or leration ww 
ntering rrit shere account 
irried for 
he should 
whether or 


! to do it 


How Profitable Will it Be? 


ward tne 
it Can pro 


volun 
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$ and c of the Proposed Branch 





| planning th n f } It { he might take hance BR. Ret he house, or ot} 
f tion, Imholt has furth ! h ld ! equipment of at f car l6p ent interest or 
th ! vin p h | I c il r mil Py whol kk } S90) OOK juired t y accoun 
f pectu m d to la er quart « hut f } " } Iyle ml mn 
l { f the ! I ! h he will star sith t 4 ! ! 4 rte euct 
ss Imholt tf I | ! n CAP iN | | | | tf r ] { tt , (00) yvotun 
of stock at the ! n I fe fivure of * nH) Imbhott 7 ! oul 
n f for a $60,000 inventory a what extent tl bra } ‘ 9 With the 1 umum branch depen 
Iment It 1 flexible figu ! } t up a del er ‘ tt t n house for all service 
omments ind if necessa he uld lepend f shat delive ervice othe tha those handled by a mat 
iry t hip more stock out of the mau mpetitior | ling in the ‘ ‘ esman and a warehousemat! 
Nouse (not t stome Nec iril nal i tt typ of market the } vil have to figure ipr 
hut i vernigt epienishm | t { { I billing t kkeepin 
token stock key } §. Unt ' fi huild n | , { Imbholt has bu 
Or he coul { t mor { { t} bitrar fivu io} of ‘ dditional en 
h branch stock of i ment. If Irivh ‘ but in the p pectus th { . 
nec iry, he fee he could 4 tl { hut ‘ } he 14. A he scipl xpense tl 
investment wu nvento low { know | { h t whe tt he } {t the | ct i 
() (0) } ‘ } | ! { « 1 the pre ' ‘ \/ inn x " 
2. From his own invest ' ' n wholesale district t AL 6 pe t, $3,600 a yi 
from experience vith the (nM) Hi } } mated at " ,; f Su) 4 { { ! f nth 
month business now coming from th f tt r , ft I vould seek , hudget 
Imholt knows that h | have ! mug footage needed = for thy is. Com ' { t! n f 
t plan on the new branctl vin } } ht | thar ne pe ent t! esmat { 1} Imholt a 
nts receivabl for ip t mw) ft h minim r i Of NS 4O MK a ent iti ‘ i ted ‘ promt 
© he has figured the maximun f th volum proximately $285 f the $5,/00 
estment here, $90 00 6. S f< n f nd salesm 16. | ad i nd net pron 
4. The investment that w he ire local | for men of the type hi figures to | ! lof the min 
j 1 to remodel, furnist 1 equiy ants f the | net ind will he iT mum t nel i | Imbholt has n 
the branch house | trict riabl pien ted noted (left) t com luded n n ‘ ha depre 
which the distributor n pin dows MISsior Th il for one wv thor et whicl ec not tare 
ni vhen h KNOW exact! vhat housen n Imbolt hudget, the nough te flect the «bk ut whict 
juarters he can tf h hrancl ' 1, thes \ 
thy type { P . ' ' { “¢ pe 
e want nd of t t listribut in © 7 f } branct 
ot m i prot ntoth hist f { I ! ! t } il 
f ncial setup, ther t [ | tock ! ‘ ! | t 
t} S64 000 qu ton that } Hut } } | thy | } i ] 
i ( } a con t priz t ! t } What 7 A 
t [ ng pl t t tf A ] t | ! } ! 
I nough t he t ! Im He point K | 
k itis! t Ht I if } ! pt 1 ma Ie 
ticipated ‘ } } fistral } he 
’ 
Ke for the distribut In t lent Can | Afford a Branch? 
holt. but not t} t dif lat tt for tl 
f t one for him t A t costs bis invoices ! ile 
I ny tt fist t f { t t bi f i ! I 
’ ! ’ ' ; t} ’ t 
k { f H } rn hunke 
' { i , | ? ] 
‘ pt | | pr / ce 
; ) pr ; ‘ ’ , ; A 4 ’ 


e Costing Vital — | ly tl { th , , ' ty 


case. It imket v , " f f ild > a 673 , " +} " 
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IE RRITORY 


i Nranch 


right, the 
CCTs justified 
ivailable. But 
tributor doesn't just drive a 

k load of w 
irean und look for a 
Much of the imitial succe 
! profit from the 


tir 


ng devices into the 


convenient curt 
and the 


lonw range branch will 


ireftul hetore 
doors of the 


experienced distributor 


depend on planning 
branch, say 
Imbholt. Whi 


tion of the 


pening thie 


ituation vary in every sec 
enin different 

market 
apply to the 


ountry, ¢ ections Of a 


distributor fringe some bast 
on Ter 


f « } 


ration setting up 


ranch house anywhere 


Pickiag a Location 


t, of cours how much to 


pend for rent, or for amortization of 
i new building?” No 
into branch 

landlord. Hut at the 


distributor doesnt 


point of 


going 
operation just to support 
ame time, the 
branch to 


hole 


want hi 


hye or to be known a a in the 
vull 

Somewhere in between 1s the 
Imholt says 


bran h 


prac 
that the 
hould re 
floor 
hould be obtauinabl if 


il approach 
miihiimum 


ty) q ft of 


VCTUNE 


juire wbhout space 
ma thy 
ents a sq {tor ke 
o With the 


Crowd -Pretferably 


_ 2 3 


Five Reo scwcbalee 


WHOLESALE 
t lex ort 


; 


62 


When the “go ahead” sign is up, Imholt 


suggests the distributor .. . 


‘Start the Branch in the 


want tt 
of the 


Imholt, the distributor will 
wholesale district 

is setting up the 
take 
already estab 


locate in the 
ommunity where he 


He ll 
pick-uy 


branch want to advantage 
of the 
lished 
pick-up traffi 


Even a 


pattern 


pli ing hi branch where the 
vravitates 
from the whol 


mile away 


ale district can be too far, says Im 
holt drivers don't like 
habits, they don't like to go 


their way 


to change their 
out ol 
ind management ts getting 
hourly cost 


increasingly cognizant of 


of sending a man and a pick-up truck 
on errand 

Regardl ot the 
it should have 


receiving 


style of building 


two doors to permit 
shipping 
Imholt 


located on a 


and operations 


imultaneously suggests. If a 
building can be 
track 
trict so much the 

While the 


much of an 


spur 
usually in the wholesale dis 
better 

seem too 


spur may not 


advantage in the early 
days of a4 minimum operation, it can 
he vital as the branch grows to require 
So too, he 


locating of a building 


ments of larger inventory 
ays, will be the 
that 
dat reheving the 
headache th ny 


branch 


expanded at some future 
distributor of the 


when the 


can be 


Come 


initial OOO 


e Vertical Stocking —Imholt 
that the distributor look for a building 
that has a ceiling height that will per 
mit construction of balconies where 
light stock in be stored. In Stockton 
Electri Cory of San Francisco 
opened tn that had this 


suggests 


building 

ceiling height 
Balconies 

provide storage 


were built over the bins to 
space for lamps, fix 
back-up 
stocks of wiring devices, etc. This ar 
rangement gave Imholt 7,500-sq ft o! 


in a building with about 


tures, electric housewares, 


storage space 


OOO sa ot floor space 


The Right Facilities 
Ihe distributor need not attempt to 
make his 


operation 


branch a model 


It needs 


minimum 
Imholt points out 
to be simple and func 
Many 
equipment at the 
over from the 


Others 


inexpensive 


tional distributors have extra 


main house—lett 
remodeling of a section 
may have wanted to replace 
some bins or racks 
find it 
ause the old ones can be 
And 
aw and surplu 
ing the Stockton bran 
Imholt’s organization 
urplu Arn 


} 


at the main house 


now will more practical be 
put to use 
there ilways the hammer 
When prepar 


h for operation 


tores 


picked up a 


mess tables 
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Right Location 


I hese 
the 


stucked to aS part o! 
Others 
were made on the spot by the staff. Fo 
Imholt had a local box com 
Ik-by 22-1 


we're CT VE 


shelves for bulky supplies 


wall bins 


pany provide him with 


wooden boxes which could be stacked 


against the wall. Unlike similar appear 


ing appl boxes, these special boxes 


had three heavy sides so they could he 


stacked 
In the center of the 


without sagging 

Stockton branch 
above the improved shelves, was buil 
the balcony. Over the 
incoming hoist was in 
stalled to While the 
ideal would be a building with a truck 
height floor not readil 
available, Imholt points out 

e Nothing Fancy Neithe t 
worthwhile for the minimum operation 
to go to the cost of a ramp if the build 
Materials handling 
hand 


house have 


iforementioned 
door a chain 
handle reels, et 


these are 


net without on 


taken care with 
truck 
left from 
lifts 

A simple 
bench complete the necessary 
for the both of the 


of ack qual ly 


which most main 


their last conversion to torh 


counter and 

it 
warchous and 
can be im xpensive products of a local 
versatile warehouse 


facilities desks fo 
hook 


carpenter Or a 
For “office 
the manager and the sak 


man 


sman 


und 


simple 
abinets take care of the need 
branch 

Imbolt 


the 


minimum 


Pret these office 
facilities 
though ind heating problem 

il govert of that 


rehouse the 


rabl i 

should he in open al 
climate 
decision 
Oper othe 
fucilil ' the branch to Ope il 
on the per touch thats »n 
in the valler market are 

ularl important 

nh 

Cryane 

n the bra i vi 
enable inal 


of tunction th 


the stafl to 


the salesman 


cement 
noma 





SPACE | 


‘ 
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ONE LUXURY 


Turn page for 


what 


goes 


into 


a 


new branch 





Establishing a Branch (cont.) 





From personal experience, Imholt advises . . . 


‘Set up the Branch With 


The —— Men... 





. 
as 
women 





Os | + P|: 5 


a 8 
ba | y 
a) ' 


VERSATILE MANAGER sua the salesman who has beer PROMISING SALESMAN 
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One in a series to emphasize the economy of Electrical Wholesale Distribution 
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iTS THE MARK OF AN AUTHORIZED T&B DISTRIBUTOR 


Tas THE THOMAS & BETTS CO. 


INCORPORATED 
Distribution. If you would like to know ¢ 20 BUTLER STREET, ELIZABETH 1, NEW JERSEY 
of the T & B Plan, write THOMAS & BETT* 1 MONTREAL ® GO. CANADA 


LOOK FOR THIS SIGN 
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CHAMPION LAMP WORKS 


SSACHUSETTS 


A DIVISION OF CONSOLIDATED ELECTRIC LAMP COMPANY 
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Here's a listing of all the articles that appeared in Electrical Whole 
saling in 1956. Why not clip it and keep it handy for easy reference 
when you're seeking particular answers to your selling questions? 


Salesmen in Action 
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Speedy Jim Brennan learned long ago 
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the verdict 
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concentrated selling 


Formula for Selling Big, 

Profitable Lighting Jobs March, p. 70 
Salesman Jim Clark stays with them from specifica 
tion to lightup 


Service is His Hottest Item April, p. 62 
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How persevering George Nassor overcame “We don't 
need that much light.’ 
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FOR 600V, NEC FOR 250V. NEC 
TIME-DELAY, OR CLF FUSES ° Sp ar, THME-DELAY, OR CLF FUSES 


COMBINATION STARTER WITH 
FUSIBLE DISCONNECT SWITCH 


NEW G-E FUSE CLIP KITS— 


Reduce Inventory of Combination Starters 


y Stock one basi ( f STANDARD MODIFICATION KITS L 
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lip modification kits inst 
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luce inventory and still pr 


delivery on required fuse ratings 


ONLY THE MOST POPULAR RATINGS 
f the fusible combination starter nee 
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witch to accommodate stand: 
time-delay fuses 


CURRENT-LIMITING MODIFICATION 
KITS. B ging t f t 


FOR MORE INFORMATION 
; , G-ER 


BLOOMINGTON, ILL. 
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"We have found Rome products always 
accepted without question - even on 
the toughest of specification jobs." 


That is how R. J. Wehtke 
dent of the Wehle Ele 
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quality of the Rome Cable 
he carrie 

And here's what Mr. Wehk 
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distributorship 

Our relations over the ve 


| thted by the mine ¢ 
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Now you can offer 

a free ballast 
replacement service 
to your customers, 


and make a profit 
doing it! 


Now you can replace an in-warranty defective Sola ballast with 
any equivalent certified CBM ballast you stock, at a profit! Sola 
Electric Co. will pay your cost plus full profit on the replacement 
ballast, regardless of brand! 


You can offer this new service free to your customers, if you are 
a qualified electrical wholesaler who stocks certified CBM ballasts 
for over-the-counter sale. You do not have to purchase or stock any 
Sola products to participate in the plan. 


How you benefit from the plan 


You benefit in other important ways in addition to making a 
profit. Your customers appreciate the free service you give them, 
with no red tape. You also gain advertising value and prestige as a 
result of the free company listing you get in Sola national advertising 
and direct mail promotions to your customers. Sola provides free 
promotion materials, too. You can use them to inform your cus- 
tomers and prospective customers of the new free ballast service 
you offer them. 


The quality standard of Sola bailasts 


The Sola Ballast Service Plan is made possible because Sola bal- 
lasts have an exceptionally low failure ratio. Less than 14/100-of-1% 
of all Sola ballasts fail in warranty and less than 9/100-of-1% of 
Sola Rapid Start ballasts fail in warranty. This unusually low failure 6 die oe eee ict 
ratio is due to Sola’s very high standards of quality in engineering ter fa veur loauiits Gad a Gates 


and manufacturing tive in-warranty Sola ballast, he 
brings it to you, even though you 

don't stock Sola ballasts. You 

check the warranty date from the 

Here's how the plan works ced numbers stamped on the ballast 

~~) cover. If it failed within two years 
re of its manufacturing date, it is 
considered defective in-warranty. 


a 
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Offer this FREE service to your customers 
and get these free promotion aids 


If you would like to be authorized to make your full 
profit on in-warranty replacements of Sola fluorescent 
ballasts, fill in the coupon at the bottom of this page 
and mail it to Sola Electric Co. There is absolutely no 
obligation to buy any Sola products to participate in 
this plan. Sola’s only aim is to make it passible for an 
electrical contractor, anywhere, to get an immediate 
free replacement in those very rare instances when a 
Sola ballast fails in the warranty period 

As soon as we receive your coupon, we will send you 
a sample packet of “Ballast Service Center’ advertising 
and promotion materials. You can order additional free 
quantities of these promotional aids 


2. Sola provides you with a 
Ballast Replacement Guide. Use 


3. Have your contractor customer sign a 
receipt for the certified CBM replacement bal your invoice is received, Sola will 


© A detailed explanation of the Sola Ballast Service Plan 
@ A Cross Index Ballast Replacement Guide listing Sola 
ballasts and certified CBM equivalents of other makes 


®@An identifying door or window emblem and an attrac 
tive counter card 


e Ballast Service Center letterhead stickers 

e Printed proofs of free ad mats available 

© A sample of the free direct mail “stuffer” which Sola 
will imprint free 


e A form for your convenience in ordering free quantities 
of materials in the sample kit 


4. Within 30 days of the time 


it ‘to find an equivalent certified last. Send the receipt to Sola Electric Co. with send you a check for the value of 


CBM ballast of another make if 
you do not stock Sola ballasts 
You make no charge whatever for 
the replacement 


equal to 








your invoice. Sola will credit you with an amount 


a sale to a contractor 


eae eae eae eee 


all credits due you. If you wish 


your cost plus your regular profit on Sola will credit the accrued 
regardless of the brand of 
the certified CBM ballast replacement ment you may wish to order 


amount against any Sola equip 





TO: SOLA ELECTRIC CO. 
4633 West 16th St., Chicago 50, ill. 


SOLA 


Electric Co. 


4633 W. 16th St. 
Chicago 50, Ill. 


Bishop 2-1414 


My name 
Company 
Address____ 





City 


As an electrical wholesaler who stocks certified CBM ballasts for over-the-counter 
sale, I want my company to be listed as a Ballast Service Center in Sola's national 
advertisements and mailings. I realize there is absolutely no cost or obligation of 
any kind in accepting this free offer. Please send complete information and free 
sample kit of advertising and promotion materials to 


Brands of ballasts stocked 





The advertisement at the right is part of the Kennecott- 
ponsored national advertising campaign for better home 
wiring. [ts purpose, and that of other advertisements in the 
eries, is to make homeowners recognize the importance of 
full-powered copper wiring to the convenience, comfort 
and safety of their homes. 

Here is an effective “public service” campaign that bene- 
fits your business. [t helps your contractors to get more 
rewiring jobs, your dealers to make more sale: 

Let this campaign work for you directly, in your own 
territory, teamed with local, adequate wiring promotions. 
Send today for free reprints and poster-sized blowups of 
Kennecott’s latest national advertisements featuring 
“Skimpy Wiring.” Get free copies of the educational book- 
let, “The ABC of Home Wiring.” Ask for complimentary 
Home Wiring Wall Chart, mat service folder and list of at 
cost prices for all material available. No cost or obligation! 
Just write on your letterhead to Kennecott Copper Corpor- 
ation, Dept. WH126, 161 East 42nd St., New York 17, N. Y 


The best wiring is copper 
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This ad appears in: 
This Week Magazine 
Section, Sept. 23, and 
Chicago Tribune 
Magazine 

Sectior 


Oct 


¢ 


. 
. 
° a 
* 
_ = 


He slows down the best of appliances! 





Don't blame your toaster for king t I 
. wily. “Skimpy Wirir 

t? H weak, undersized wire 

Jequate circuits keey 
ippliance fron ett f HOUSEPOWER ‘ ‘ ’ r f rf 


Kennecott Copper Ci 


cy need to operate at the 46,N.¥ 


tion 


’ 
ne Wire 
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PUBLISHED TO SERVE 
DISTRIBUTOR 
SALESMEN 

WHO WANT 

TO SELL MORE 


No. 150-CA 


} 


No. 4403-PB 


No. 4303-PB, exploded view 


ifety note ' 


A popular pu button switch 


Levolier sockets add service life to 
machine light applications 


eT 
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NEWS FOR THE INDUSTRY 





Interdependence In Revival sauel eecrica! consumption of 
i tl pact which the Live 


@ NEMA convention hears theme is even more Better Electrically program is having 
vital in today's industry picture. u on and said it is intended t 


ver yore if 


Ni Sargent als 


@ Manufacturers honor electrical industry pio | | 
neers, distinguished servants. i ae de: SEER anaieeen Os 


{ | I th i 

TLANTIC CITY, N. J Interd Phe that the ind lo Nel rh. 

pendence a theme originally Iry ‘ must f heard +o PI - " RE] ' 
proposed 12 years ago to bring to all the Hecat ctric px : ae ; 
companies and organizations in the electrical equipment Mpor ' prace 
electrical field the concept that each | ipphance i ol t | \ W + re interd 
mutually dependent on the other for nterdepende ; u Spok ; 
succt in a great and growing indu i! ompetit . ae 
try was dusted off and given a fresh ire , Unit mn 
surge of energy during the 30th annual ‘ lust { M ‘ H led | ud , 
onvention of the National Electrical ind M Ar firstest with tl 1 Ar ; - 
Manutacturer Association here last mostest : , 
month To accomp! tt ; 

The current usefulness and, indeed lect il m f ” ' ! 
the increasing importance of th formed ! d not m ? ™ “ * = - 
theme was emphasized by the present equ ! 1 tf t ' 7 7 : 
tion of a professionally cast and staged nuit hd } nil . ” r r 
revue, titled the “Spirit of Interde voices as Ul tI | 1} , “t 
pendence ‘56 This off-Boardwalk horu ! n + hee on 
offering highlighted the sales promo powel Py I manuf ' Py > ss ; “ 
tional programs now being conducted tributo ontractor i ne hs . 
by all segments of the electrical indu e In the Spotlight I > . ' 
try. Heading the cast was the origina manufact execu | - 
tor of the “interdependen concept the p ! ang 


N. J. MacDonald, president of The rit j p! ru 
Thomas & Betts Co., Elizabeth, N. J ty i thor | ‘ 


The fast-paced show depicted effort First v R.J.S nf ', 
toward winning over to the interac I NEMA ny 1 NEMA 
pendence banner a hypotheti il, ha VE 
rassed, small manufacturer of 
cal equipment sold only to pi W | | ( Hl . 
suppliers and contractors. He , — 


ill other NEMA members in th id oo 


ence were convinced after v 1h 
taged skits, motion picture it a. 
nth 


ViSiON spot that everyon : oy 
, , 
Me 









trical ndustry benefit vhen 
buy i piec of el tricall 


equipment 


@ More Than Ever— Bridging the | 





ind present at the outset { ti , 

ram, Mr. MacDonald told h 

nce that “the interdependence of tl 
mar lifferent types of | “ 
which comprise our industs m 
valid, more nec ry thar I ’ d 
f, e returned to th en sir 

; H eturned f 7 : D. H. Osborn« A B. Bussmann L W. Cole 
it the onclusion of the program | 
[ vic pecific re mmendat THREE PIONEERS 
} ’ [ if nter 1% p ler ’ ' 
plant, hon and community lk A. B. Bussmann 
D the pre tat NEMA ' 
mer vere reminded that mpe 
p Louis W. Cole 
tor ny ther fuels and from many , : 
non-el tr " rod swid nread . , , 
, , navies il products wa , ne rive t D. H. Osborne 
today. They were urged t talk pe 
’ ’ 

j id nstantly to « r t out 
the benefit f living electrically 
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They Won't Come Out Because... 


RA 
ALL \ 


TUBE-WELD 


FITTINGS’ SCREWS 


are STAKE? 
pERMANENGE! 


With Lube-weld oversized 
hardened steel set screws, you'll 
climinate fumbling and costly 
waste of time when working 

in high or tight place —2> 

This, plus longer length <a 

for easy wire-pulling 

heavy y waupe one piece 

construction that cannot 

open of pread elf 

entering box onnector 

houlder hustrou ain 

finish and easy -to-locat 

packaging afe just some 

of lube-weld feuture 

Available in! “a” and 

j 7 Brochure on re 

quest. ELECTRIC TUBE 

PRODUCTS, (CA Subaid 

iary of Herger Machine 

Products, Inc.) Plant & 

Offices: 74-16 Grand 

toe., Maspeth (N.YC.) 

VLY., DEtlender 45-8000 


EXTENSION PIECE, BOX CONNECTOR, COUPLING 


ELECTRIC 
TUBE PRODUCTS 


74.16 Grand Avenve 
Maspeth (N.Y.C.),N.YV 
Ditender 35-8000 


CONNECT wWwiITr FOR ECONOMY 


CHUCKLE OF THE MONTH 


LINX AF 
+. 
OO |S 

———_] 
































ELECTRICAL RR, 
WHOLESALING SS 
\ "el 


pt 








Yo, Charlie—willya bring up another reel of telephone cable! 


interdependence Is Theme (cont.) 





promoto i keyed to the interad ombat b led ga ompetition ind 
pendence idea to participaty vith power suppliers 
¢ Additional Actors Commercial electrical contractors, distributors and 

Hhting was the next activity brought others in wo ops to plan even more 
to the attention of the NEMA mem effective projec to promote the sale 
ber hip with Hoyt Post Steele presi and use ¢ lect il equipment for 
dent, Benjamin Electric Mfg. Co., Des igricultural and farm home purposes 
Plaines, Ill, in the spotlight Im e The Finale At this point, Mr 
proved lighting he stated has come MacDonald returned to give his re 
ibout through a combination of pro commendation on ints rdependence 
grams and joint effort.” All such pro specifi He suggested that everyone 
grams Certified Lighting Better in the lectrical industry ask himself 
Light-Better Sight, and Planned Light Continued on page 96 





nz—-help the entire industry, he said 
[he final co-star of the program was 
\ Callaway Allen sales manage 
electrical division Wagner Electric 
Corp., St Lou Mo. Farming better 
electrically in Operation which ~— 
eemed remote to the audience at the ‘id 
outset of the presentation, had a ta | 
miliar ring to all at the conclusion of 
Mr. Allen's comments 
He outhned the activities ) 
NEMA's Farm and Rural Market D 


clopment committee and added that 
V. R. Tate A. A. Berard 


they help “to sell many thousands of 


ippliances, motors, wiring device n TWO NEMA MEMBERS wer: 
dustrial controls and other electrical anv the larne H M 
items in a market in which the use of 

electricity 1s relatively new Speaking 

of farm and rural activities which have 

benefited all segments of the electrical 

industry, Mr Allen referred to the 

ommittee’s long-standing program to 
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0.2. pull Xs 


AVE SAVE 
TIME! SCE! MONEY! 


ASSEMBLED 
PULL BOX 


TYPE "8 
INSULATED 
BUSHING 


JUST 

Two 
SIMPLE 
ASSEMBLY 
STEPS 


¢ \ uo HEAD “A” 
oe 


) ie) 262 BOND STREET + BROOKLYN 17, N.Y 


Fra v + 749 Bry oc e 


@ 404 
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_WHATS HAPPENING IN WASHINGTON 


Looking Ahead 
months following |] 


ion in the Mid-] 





further credit trot ter 


Small Business, the 
d lamor fe | 


ttre 


Federal aid to construction 
W/ hire 


@ Electrical Costs 


| 1} uy eect! 


()0)0) 


@ Minimum Wage La 


Conere m jas 
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When pianning electrical distribution 
in industrial, commercial, and institutional buildings, 


keep in mind SORGEL dry-type transformers 


e e 
Big Savings vindeges 
* . * : = tanned 

can be made in the original installation cost by trans 
mitting electric power and lighting current at highe 
oltages to load center then stepping it down to the 
utilization oltage with Sorgel dry-t 
formers 

SAFE, LOW OPERATING TEMPERATURE 

Incr i nstallatio lose 

ee eee aeeeen a LIBERAL DESIGN 

centers results in horter feeders, better voltage 


regulation more efficient distributior and lower 


Wiring cost EASY INSTALLATION 


SORGEL dry-type transformers are so compact that EASY CONNECTING 
they do not require m ich pace, and can be in talled 
mn most any convenient or out-of-the-way place in 
ide of buildings. They do not require fire-proof LONG LIFE 
aults nor enclosure | 


UNDERWRITERS APPROVED 


A Perfect Partner for Substations 


SORGEL transformers, cither dry type or As! 





arel cooled can also be incorpe ted 


r) , complete Vit! | mary and “'O) SORCEL 


hgear. The 


sat taelliahitin-etiek cao tins della TRANSFORMERS 


nultacture 
ess Also Saturable Reactors and Special Transtormers 





SORGEL transformers ars 


ultima Enese 
ale Eng 


SORGEL ELECTRIC CO., 832 West National 
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Ave., Milwaukee 4, Wisconsin 


6) 





Every plant in your area is a prospect 
for Sealtite flexible, liquid-tight conduit 


See how Sealtite’s unique flexibility, corrosion resistance 


and superior quality can build business and profits for you 





SEALTITE IN DIRTY LOCATION. Hlere Seaultite uric SEALTITE OUTDOORS. Weather 
hydraul r to protect ty ' rom rease have no effect +} ' 


t The Leslie t ( 


SEALTITE IN TIGHT QUARTERS 
} 


DOUBLE PROFIT 
cuit inst f it! } t f f 































ive a great me byty ‘ Idi _ 
. il 
h Sealtite*—because it vive P 
le story tor every p! iti ea 
Chis flexible, liquid-tight conduit y ' 
absorb ibration peed installation in tight « 
protect Wiring from moisture and cor ion end 
conduit failures can help plant cut down-time 
ind is almost 100 vag Ah 
It simplifies meeting of misaligned outlets, saves th 
time it takes to cut. bend and fit rigid conduit. Excey 
tional service outdoor ind in 
Type U.A. | ippro ed by Underwrite Laboratoric 
for SECTV ICE im wet spot ( pp naductor we) | Pa 
spirall ! le conduit tol p r ro id 


Type E.F extra fe vil le iar il { ichine too! ine 
plication Meets [1.4 tandard Available in 


| 
a | 


SEALTITE IN CORROSIVE ATMOSPHERE 
other 
machine tool light gra tnoe tra ce t from mill tock 





... and American Metal Hose helps you make the sale... 
win a new customer 





FREE Sealtite Sales Tools tt hot 


Sealtite are , ble. Put the t 


Mil 


ad 
<n 


mail t t ‘ \1 


Insist on the original | THE AMERICAN BRASS COMPANY 
| American Metal Hose Division 
E A Waterbury 20, Conn 
lh li | 
' 


Name & Title 





flexible, liquid-tight conduit 


Company 







Address 


an ANACONDA product om a 






BUSINESS INDEX for September 1956* 


NATIONAL PICTURE: 



















af, .1047-40"100% OM CL ny ee eA wd 147-49 *100% 
<eermpmcnrpee ee — - 1956-— xx. 







































UL tii irr ra Lcnalinr a 
1953 1954 1955 oe OA. ees A > N OD 










INDEX 
Sept. 1956 Aug. 1956 Sept. 1955 Sept. 1954 Sept. 1953 1956 from 1955 


Sales 165 172 165 132 143 16 
inventory 154 148 139 128 145 


REGIONAL PICTURE: SALES INVENTORY 


(% Change) ———_—_—_—_—_ ———_(% _ Change )———_ 
































From Fron From 
Sep?. 1955 from 1955** Aug. 1956 Sept. 1955 


From 


Aug. 1956 









NEW ENGLAND 8 3 26 2 30 


MIDDLE ATLANTIC 


EAST NORTH CENTRAL 






WEST NORTH CENTRAL 





SOUTH ATLANTIC 











EAST SOUTH CENTRAL 


WEST SOUTH CENTRAL 


MOUNTAIN 








PACIFIC }~ | 32 





4 





— 
V \ "SOURCE: Bureau of the Census. October projection is by this publication **9 months 1956 f 9 months 1955 
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Greater current-carrying capacity «! | 


Cable that takes the squeeze out of crowded conduits 


400, 


Now you can obtain the same amount 

of current with a smaller cable 

or more current with the same size 

cable —with Anaconda’s Type AB 

butyl high-voltage insulation New Engineer 
Anaconda Type AB but I le 


85C Type AB Spec 


+ 


ow 
° 
° 


| 


ing Bulletin 1[! 


Current Rating - Amperes 
~ 
oO 
oO 


oO 


| Pave * a" 
642 ' %% % 
100 200 300 400 


Conductor Size 


85C OPERATING TEMPERATURE : 


current-carryin re pa ; ‘thy 17 | , ed SEE THE MAN FROM ANACON pA 


irre 


materials 


ambient temperature, _pioneer in BUTYL INSULATION 





WHOLESALE PRICE INDEX 


Product (1947-49 





ypper Wire, bare 
Building Wire, type RH-RW 
Non-metallic Sheathed Cable 


Varnished Cambri« 


breater type 
type A 250-volts 
yle, type ¢ 575 volt 
reater, 250 volts 
fuse type, 250 volts 
sit breaker type 
Motor ol, 4 25-30 hp., 400-440 volts 
Mot 25-30 hp., 220 volt 
Motor ’ 50 hp., 440 volts 
Motor Contr ».c., 75 hp., 440 volt 


Motor Contr d« 110 } 


Renewable Cartridge Fuse 
Non-renewable Cartridge Fu 


Plug Fuse 


Motor. d« 

Motor, a a Wy ! 

Motor hy 220.240 
Mot olypnhase, induct 
Mot ‘ olyphase nduct 
Mot ‘ olyphase, induct 
Mots r olyphase, inductior 
M 


Lamp, 60-watt, 110, 115 


Distribution Transformer, 15 kva 
Distribution Transformer, 45-50 kva 


Dry Type Transformer, 15 kva 


Dry Cell Battery, flashlight, type 
Dry Cell Battery, portable radix pack 67 


Dry Cell Battery, general purpos 6 type 


Voltmeter, portable type, 3 b/> it ss, 0.300 
Ammeter, portable type, 4-6 ne 


Watt-meter. for instrument transformer. 100-151 


king range, standard size 
Washing Machine, non-automat 
Washing Machine 

lroner, tat 

lroner, 5 

Vacuun 

Vacuun 

Refrigera 

Home Freezer 


Water Maate 
Rad table mode! 


Hi-Fi Phonograph 
Radio, | 


eases are indicated by minus + 3° 
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“Mr. Owner, has your building 
ever suddenly gone dark?’ 


(a yes answer to this question means you've got a red-hot prospect for Exide Lightguard: 


Exide industria vivis 


The Electri torage Battery ( 


HERE'S YOUR MARKE1 


Cs 
| 


When power fails 2 


December, 1956—ELECTRICAL WHOLESALING 








TIRED OF CATALOG CHAOS? 
Boss == 


JOB-ENGINEERED 
ELECTRICAL BOXES 
AND WIREWAY 


e Build and maintain 
Customer Satisfaction 


e Increase Sales 
and Profits 


Finishes 
gray 
imel Complete 


from 4 


to as large as nvec Heres a 


Do-It-Yourself Answer 


mou 


new cali 


xed | prod 


B0SS ee es 
(ahove ri ded to mate | lexed under one 


than One let 


FLANGED OR FLANGELESS sincn nS MONE rd some hol only part of on 
WIREWAY WITH FITTINGS | cs! Corp. Worcer, Msn put ise For instance there i ting fo 





sb ‘ 5: oa 

ptr 

BOSS Wirewa 

birting are ca 

adapted for “close 

jobs where space 

a premium Available 

in a wide range of 

si7c% Flangeles wire 

way is equipped with 

screw shield oO pre ee 

fect wire a iis d ' 

through. Elbow rec 

closing plates Del 

sCOpiOg hitings 

ples hangers 

and ovhes 

available 

wireway 

Better Buy BOSS our all-in-one 

wirewa) Sold through distributor 

source for quality electrical boxes and 

only. Write for catalog and complete 

information on the entire line 


THE HUENEFELD CO. 


Cincinnati 25, Ohie, US A 
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Report on Remcon’s record-smashing first 8 months: €. 


MORE 
JOBBERS 
SOLD 


MORE 
REMCON 


THAN 
ANY OTHER 
LOW VOLTAGE 
RELAY 


Are you getting your share? 





WHAT'S NEW WITH YOUR CUSTOMERS 





Roundup of New Ideas 
In Applied Lighting These items were digested from 


T H E A A is Ke FE T a recent issue of Electrical Con- 
Lighting progr : he march 


struction and Maintenance, a 
Heginning to hit a healthy stride 


tis McGraw-Hill publication. Their 
FOR THIS veW is in lighting design ; mak 
' purpose: to alert you to develop- 


ince ind a new af - 
4 ments and trends reported in 


p oO; oordinatior between : : 
CON j ROL — 7 = the operation of two of your big- 
! ana nitecture, and vbetweel! : 


gest customers—electrical con- 
10n, is deing 


yunia Pret tractors and plant electrical men. 
FORMER “te | , ‘pi —- 
‘ ' of ghting installation — — 


ws a strong trend 


GETS BIGGER viet rd { ! | a of illumination nal t! t ible change 


improv I htne ratios. New om | ’ { increase In 


a Aa ad oy ed ee hetter yn urces are inspiring } gy Kn A } embraces the 
©] y Ww type f luminaire km roper selectio ment and meth 
witching from nor d of inst t f ecific light 








mprovements which yuT ! equipment. To 
tter illumination for \ ! nclud nyriad of in 
comfortable seeing. The mor ind mercury 
important trends in lighting may bh j ment ind iccessories 
livided into four different fields ’ m por 100! nd table 
e Outdoor Lighting— This market ha nd 7 n nt tyy fixtures 
hanged considerably in recent yea! ium t nce ornices 
Formerly confined mostly to spor OV fier in lings and 
ich hit a pe nm the ar f ‘ d I lt t } eyond 
il ind fh rr ‘ ! Here y these 
the growing segment lw ma! ) ! practical dim 
include the ighting f roadway i nt 1¢ ‘ for unlimited 
proache ind pa y areas for sul flexibilit hightin 
hopping nters and supermats e Industrial Lighting 
parking | the lighting of via better 
brid ge tunnels treet and pro 
Vial 
Outdoor lighting equipment design oO y bout } continue 
Every day more plants ire beginning to change also. Whil if lickeni higher 


forming to the . - floodlight units for incandescent lamp u ity | ne | new light 


ment if here ‘ conte | 
ontinue to be 


used for most typi 
— floodlight installation uch i build 
an aw ings, Monument l sports areas, ne 
designs are il and being used 


lor treet an nwa lighting, tun 
nel parking ire ind filling station 
urport terminal r et I hese 


This me 


With che cme line of Machine 


Tool Ce ‘ transtormer 


mercury 
with their long 


‘py licatt 
. os ’ efficient light output 
imomum n ize 
ng has come to have 


nal tay n the primar 


iG0/7M volt reasons tor existence if 
condar tion and advertising 
Available from stock tr Vai I mains a ntion of shoppers 
ties from 50 VA to |} ustomer i Iso makes parking 
ind shopping ea ind ile 


You can sell these tran . 
e Home Lighting Ihe problem 


with the confidence that 
loing your customer a fa fag I 2 ig adequate and com t ck 
unusuall high voltage r lo nie light for 1 nome are greats field ant 


ld of lighting, it War 
inductance o 0 ) ‘ ) ! te gh or more prop 


tion (low ltage droy 


nents i an rate ‘ ‘ ri igt r eilect can now be 
of these un corative medium in lieu 
Write for ! Oo mn i ures Decorative 
and MIC.1 ligt I I used through 


lawn and in the 











needed { 


ACME ELECTRIC CORPORATION 
6712 WATER STREET CUBA, NEW YORK 


for reading 
shaving and 
7 ‘ ( nuKcup preparation ng t | I ( and 
Aemaxittiz Flectric id serving ring, ironing, play material, and provisions for 
an a a ‘ room activi ob 


’-oameta 1€8, etc ontinued on page 94 
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WHAT‘'S NEW IN MOTOR CONTROL? GET IT FIRST I! -UTLER-HAMMER 


New Cutler-Hammer Three-Star Motor Control 
brings full automation to oil well pumping 


If automation means completely the Cutler-Hammer Supertimer 
automatic operation, oil well pump does two things. First, it 
ing has it today. With a remarkable the means for setting tl 
new Cutler-Hammer Three-Star pumping schedule (hours 
Motor Control unit, oil wells can now and days per week 

be pumped on a pre-set schedule to vides 73 accurately cor 
meet any field allowable com ing intervals (restartir 
pletely unattended indefinitely as far from zero seconds to 

as the orogramming or the electrical three minutes) to pr 

equipment is concerned When a quence starting of iny Number ol 
power outage occurs, any number ol pump alter any power interruption 

pumps restart in a fixed sequence t« Nothing is left to chance; unfortur 

prevent overloading the power lines ite coincidental restarting of even 

The control is protected against light two pumps is impossible. In addition 

ning and the motors are protected 1 small switch on the panel permits 

against single-phasing which often instant conversion from automatu 

results from lightning Blistering to manual restarting whenever it 

heat, ice, bugs or dust hold no ter might be desired. ‘This control has LER 
rors for this control designed t« everything, particularly the eng ‘aul Avenue 
thwart them neered dependability so vital in a: 


The heart of this new control is automation 


Cutler-Hammer Three-Star Motor Control is available in every needed form ' 
installs easier 


works better 


lasts longer 


| CUTLER-HAMMER 
| ea a: 
Cutler- Hammer Authorize Leading machinery er ther Hamm re ' MOTOR CONTROL == 


Distributors carry etox« 
r-Hammer Three 
ntrol in sizes 

em poseures t 


industrial co 
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Porcelain Products introduces What's New With Customers 





partition ; nad thes prop 


lems have beet Olved, and in the 
ew i olutions new é for still further 
Ya if ni progress h evolved idardization 
od of dimensions for louver and diffuser 

ct , 


j i 4 tes ’ 
panels is beginning to develop. Modula 


design ha penetrated T ghting field 
and standard modul ire increasingly 
available New and unique methods of 
eee combining lighting and air diffusion 


have re ited rela ly new and 


of Fiber Glass Reinforced Plastic ee eee 


eeeeeeeeees of low brightne i lly these units 


consist of a self-contained housing 
complete with d wiring ac- 
| for diffusing the 

lamps. Or 

IMmimMmous Ce il 


to smalles 


ned luminous 

mounting 

1! on a modu 

rity of these 

unit i! lor ‘ vil fluorescent 
lamps, the lamp dimension module ha 
heen ado ea nere I ilso avatiabl 
ircular and oval luminous area units 
which n be used to ik the mono 
tony of j tangular layout 
patterns an ( nf vith inving 


\ ill iff 


Some Basic Reasons for 
Bid Variations 

A marked prea } iri il quota 
tions doc not alwa indicat wild 


bidding y i hi research and 


The newest product offered to the electrical Pht Pole onsulting vgineer. of Oak Park. I 
industry Porcelain Products “"“FRP” outlet In di y some f the basi 
boxes provide the EXTRAS not found FARM BUILDINGS 
in any other type. Molded of fiber glass that in the man e has studied 


reason ) id ti he indicate 


reinforced polyester, with standard round where pread existed between 


, ) ‘ f } for very 
knock-out holes and non-metalic clamps (if submitted pr :' ' ind ver 


' ¢ con tifiably be 
desired), it combines the strength and Pm) See pon eg 


* " wh 7 
lasting qualities of steel with the ny ' 

: cing 
desirable electrical properties of plastic etecns 
HOMES Ie un id mpetitors 

I ! non ‘ 1uscs for 
are ideal for replac ement or new construction wide ¥ , n } I hey 


Porcelain Products “FRP” outlet boxes 


include 
es per ially where moisture or corrosive cor 1 Of a on ictor s Dus! 
atmosphere is present. Contact your T ii ‘ faulty markups; (3) re 
electrical wholesaler or write direct for = | Ber ircel ‘Sf individual contra 
further information and catalogs ' 
INDUSTRIAL My con 

tractors study th lation when their 

WHEREVER MOISTURE OR CORROSIVE pa competitors produce low bids. They 
ATMOSPHERE |S PRESENT A'y >, San may reviev é Vv estimate, and 
fh j if satished it 1s rig take other steps 

Out of numerous jo reviewed and 

studied, there may be only a small per 

centage that yield ar yvorthwhile in 

ELECTRICAL PORCELAIN SINCE 18 formation. However, the material 
gleaned trom the few may be extreme 
ly valuablk Te ery contractor 
should take invent y of his methods 


ind practices from e to time. and 
FINDLAY, OHIO ; 


i wide spread in ‘ serves aS a spul 
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“2110 HOWA 
CEntral ohamg ST. ° ST. LOUIS 6, MO. 
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Automatic Statements 


; 


e Machines} 


f le 


a 


FLANGELESS 
HINGED COVER WwihtwaT 
AND FITTINGS 


e buturs 
th f 


ed } - 


IT’S YOURS FOR THE ASKING! 


ted thy j ' Ay 


yl 
\EVS TONE MANUFACTURING COMPANY 


23326 SHERW D AVENUE @ CENTER UNE e 


. the Complete Line of Wiring Installation Equipment 
SOLD ONLY THROUGH RECOGNIZED ELECTRICAL DISTRIBUTORS 
e Ends Term 
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WHEN HE SAYS CLIFTON 
I know he uses the 
best Conduit made. 


SLE 


-_ 
-_ 
- 
- 
oe 
~ 
~~ 
-~ 
a 
~ 

- 


Other CLIFTON Quality Products: 
Your Best 2 Word Specification ) NA 


A 


CLIFTON CONDUIT 


[ CONDUIT 


wire CABLE Gio CONDUIT 





ELECTRIC METALLIC TUBING CLIFTALL UF 
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FIVE WAYS BETTER 


ELECTRICAL RIGID CONDUIT, made by 


Aicoa, is better in five important ways... 


Your Guide to the Best 


geen ene te 


coa VY aici) CONDUIT 
a IANS icsue MC-3O 


acum i 
wacoe 


in Aluminum Valve 


4 
HE ALCOA HOUR 


} , YT 
wah } wa 
my ‘ sa 


ling 


I think we all need to watch our 


conversation, too! There is too much 
loose talk. Too often, our thought 


them in 
t} mi A tn Ni 1O 
Instead of cussing a competitor for 
taking a big order too cheap, why not 
try to figure out how he thinks he can 
make a profit from it? Perhaps he 


} 


mat nad k 


Let's realize that we are in the most 
dynamic segment of our wonderful 
American free enterprise system. I} 

; } ‘ , ’ 
which 
There 
many 
All we need to do is to be half as 
good a businessman as the business 


we are in 
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UNIT. VERSAL® SWITCHBOARDS VENTILATED LO-xX® BUS PLUG-IN BUSTRIBUTION® VACU-BREAK® DISTRIBUTION 
FEEDER CIRCUITS DUCT FOR BRANCH CIRCUITS PANELBOAPDS FOR ALL NEEDS 


WiTH ADD-A-UNIT DESIGN DUCT FOR 


L-E.DUCT® MAINTENANCE FREE VACU ELECTRI-CENTER® PANELS Wilh 


INDUSTRIAL TROL-E-OUCT* UNIVERSAL TRC 
PUSHMATIC® FR TECTION 


FOR MOBILE POWER TUBES FOR FLEXIBLE LIGHTING BREAK® SAFETY SWITCHES 


FROM A SINGLE CIRCUIT BREAKER TO A COMPLETE SYSTEM— 


~ Recommend and supply 


BULLDOG equipment for 
—~ all power distribution needs! 


BullDog —originators of such electrical advances as bus duct you, it means top customer satisfaction more repeat 
trolley duct and Pushmatic cireuit breakers —-can supply a business. 

plant s entire electrical distribution system from the pomt of Suggest and sell the BullDog line for small jobs, too, Over 
power intake right down to a tiny circuit breaker on a ma the-counter items such as safety ewitches. circuit breakers 
chine And prov ide the world’s most modern, most fle sible ind wire grips are all built to the sare high standard of per 


equipment to make it a model of eflicienes formance and de pendabilit 


fhink of the benefit« hlectrical power distribution dove We have the products we have the «kille, we have the desire 


tailed to today’s needs . vel planned with vision to convert to plan provide and coordinate everything electrical in any 


of expand awiltly to tomorrow's requirements blectrical plant See your Bullldog Distributor, Or write bullldog 


equipment designed to work together as one svsetem, thus bleetric Products Company Detroit 32, Michigan, for im 


insuring better performance, continuous dependability with formative catalogs and pricing. No charge for service of 


literature, of course © nerco 


™ BULLDOG 


ELECTRIC PRODUCTS COMPANY 
A Division of 1-T-E Circuit Breaker Company 


fewer current outages less downtime, less maintenance. For 


Export Division: 13 East 40th Street, New York 16, New 
York. In Caneda, BullDog Electric Products Company 
aneda), ttd.. 80 Clayson Road. Toronte 15. Ontario 
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Latrobe! 
Llectrical | 
Products 


TOPS IN DESIGN 


“Latrobe” Floor Boxes and Wiring 
Specialties are designed to do their job 
easily and surely with no excess parts. 
This same compactness of design makes 
for fast, easy installation 


ADJUSTABLE FLOOR BOXES 


Boxes are now bonded which 
single round or 
" square tingl« 
ur gong types 


Adjustable Fioor 
makes them fire 
square bodies 

gang, two gang 


proof 
furnished 
gang and f 


come r 
alse 


three 


fi 


4 


Latrobe’ 
Conduit Clamp 


Pipe or 


clamp of highest 
with a double safety bits hardened 
| ond is cadmium plated to rust 
ne for Right Angle and the other for 

Each model comes in ! sizes tt 
thru 4 


This new made juality matte 
able 
tool ste 
Two models 


Parallel 


iron f case 


prevent 


support 


handle e or conduit 
pir 


Latrobe Products 


Non-Adjustable Floor Boxes 
Adjustable Floor Boxes 
Gang Boxes Cover Plates 
Junction Boxes Nozzles 
Pipe or Conduit Hangers 
Insulator Supports 
Cable Supports Fish Wire 


Staple and Cable Clips 
Write for new catalog 
principal cities 


Sales Representatives in all 


Pullman 


Manufacturing ©o. 


serrerResown srerter 


a 


> 2 


LATROBE, 


1709 





iin the com- 
promo- 
bureaus 
mus said. He 
it the 


piece . 
rospec ts on 


ll exp! 
i | 


INDUSTRY-WIDE PROGRAMS 





outline 
poge 49 Hi ~~ ] 


bron 


Continued 
good 
rating 


can 


} 


© Dramatization 


ted the PG&!I 


7 tj Allis-Chalmers Tells 
how if we es Broad NEW Program 


NEW YORK A Ilis-€ 


House pow 


program 
com 


i Jim 
noe manager 


NEW 


Link” mo 
Ta | 

ind theme 
1 Of dealer ‘ 
nd how distrit 
nefit 

of LBE k 

a | 


month 


! motat 
© Windup— Ri 
to the prog elson 
/ n encourag! veral of the 
umed that h learned 
meet | n from any sal 
But let 


men 
more from 


meet 
Spokane Organizes 
18th CLP Bureau 
SPOKANI I} 1 * lo Certi 
thting Burea is be set up 
Empire Elec 
roughly 


NAWB Sets 1957 
Commercial Plans 


Rating 


over 

i hington 
used rai ut and selling 
il lighting be 
Frank A 


> league 


heet nilar to those 
Dp the residential | 
feature of the Na gan i ‘ ling to 
Wiring Bureau’s new 
tit onal pre 
the progr 


1957 include 


for 


1e¢ u 


gram 
elements of wm 
gets underway in 
hook available pro 
direct 
id representative to 
il AW 
outlined at the 
Manufacturers As 
eting by Andrew Doremus DI 
of NAWB’s plan port { oordination 


ommiuttec pe 
iger-advertising, 


mail pieces 


Bremicker Stresses 
Programs Coordination 


units 


PROMI Underlining the im 
umong the 
I 
102 


Gt s p 


rials division tinued on page 
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FLEXIBLE PeRFoRMen \ 


Pliable ... easy to handle, yet unusually resistant to damage by bending 
and coiling Twist a Carol Cable as hard as you can. Get a good 
grip and give it a real heave-ho. Untwist it. You’d have to do this 
| 


more than 7,000 times before the cable might need re placing 


Packaged for protection and easy dispensing... and positive 


identification printed on every foot . . . that’s Carol Cable 
Want more details? Write Carol today 











Penn Texas 
Psseresstion | 


CAROL CABLE COMPANY 


Division of the Crescent Company, tnc., Pawtucket, R. 1 
Serving Industry for more than 30 years 


“FOR COMPLETE INFORMATION, WRITE DEPT. EW 
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INDUSTRY-WIDE PROGRAMS 


f 
st to make fast 


Safe, swift cable connections with 


DOSSERT 


U-BOLT 


CONNECTORS 








NGINEZE RED 
FEATURES: 





Fits many cable sizes, reduces number of 
connectors needed for given number of com- 
binations of conductors 


Housepower Forum 
Sales Over 35 
More H 





U-Bolts clear all conductors by close limits, 
supported by saddles through their full arcs. 
Minimizes bending action, makes U-Bolts 
subject. to tensile stress only. 





Allows for distortion in free ends of strands, 
ample room for binding end of stranded 
cable if desired. 


High copper alloy with sufficient contact area 
to insure cooler-than-conductor operation 
Type US 

under maximum load. 


Available for aluminum or aluminum to copper conductors 


Exclusive Canadian Distributor 
W. S. GERRIE & Assos LTD 
4158 Dundas St WEST TORONTO 18, ONT., CANADA 
oi] WRITE FOR DETAILS AND PRICES TODAY! 
rests oy DOSSERT MFG. CORP. 














TeCumica 


snow how . yf 
249 Huron Street, Booklyn 22, N. Y 
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New plant with 
Award Winning 


Electrical System... 





Nine ways better, electrically 
Factory Management & Maintene 
Plant Award judges described the 
(‘o, plant in Greensboro, N 
manufacturing building wa 
these award judges as one 


nation. because of its model electri 


(ne of the requirements for this electri 
Wi wire of the highe { quality 1") if 
Phelps Dodge building wire and paper 
power ¢ ible were installed 

Qn every wiring job where top-quah 
expert workmanship and experienced “kne 
re called for, it pa lo re on Phelps Dodg 
nd your Phelps Dodge di 


PHELPS DODGE COPPER PRODUGTS 


SALES OFFICES: « 


geile ve 
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Jersey Leagues Elect 
Officers, Hear Speakers 


ATLANTIC Cll 


better profits, faster with 
well-known GREENLEE timesavers 


for electricians 


New Officers 


new lightweight 
hydraulic pipe and conduit bender 





HAND BENDERS CABLE PULLER 


FOR TUBING 


BORING TOOLS 


s3+Hooo0o0e 


—- —— —~_» _&-»->* 


d as tl 


the pot 
e Wholesale Picture I} 
titled “What Hay 


KNOCKOUT PUNCHES AND —<——_ 
HYDRAULIC PUNCH DRIVER “as. 





GREENLEE TOOL CO., 1852 COLUMBIA AVENUE, ROCKFORD, ILL. Nit 
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j¥ your customers the Sangamo Heavy Duty is the rugged no-call-back”’ time 

eo” 
LAs 
\ vA 
ar 

Carryover 


1. A Sangamo ‘Time Switch equipped 


2 


the 


switch truly gives unfailing on-off contro 


with Automat does not have to be reset after a power! failure 


in case of an outage. Show multiple 


it keeps the switch running for up to 10 hours 


at 


the 


knockouts in the back, sides and bottom of the Sangamo Heavy Duty model 


y 


"generous inside wiring space for quick and easy installations. When equipped with 


‘Time Switch be set to turn installations on at sunrise 


il . ‘ i < 2 
il] Yea}l rounG < a LP 


iting 


Astronomic Dial, this Sangamo can 


and off at sunset automatic: Omitting device permits 


‘ 
ii 


of 1 to 6 day weekly schedules — of \ industrial 


4 omue 
ee 
operates in temperatures ranging 


establishment oper special ie in 


installations Call attention to the quiet, slow speed, hysteresis motor which 


from 50° F. to + 200° F 


, 


{will mean more pre 


SANGAM™MO ELECTRIC COMPANY 


SPRINGFIELD IL LINO Ss 
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This was.good-” 

















but...for 


Modern Lighting 
see 


-MULTI- 


THIS 
NEW 
CEILING FIXTURE 


al ~ 3 
i J 
A 
¥ y 


WITH HINGED GLOBE 


SCIENTIFICALLY DESIGNED 10 GIVE 
UNIFORM DISTRIBUTION OF LIGHT 
WITHOUT GLARE 


FIXTURE AND HINGED GLOBE DEVICE 
APPROVED BY UNDERWRITERS LABS 
IN( ALSO APPROVED FOR DIRECT 
CONNECTION TO BUILDING WIRES 
TYPt Ke | TW AND 
ROMEX 


AVAILABLE IN FIVE SIZES INDIVID 


JALLY PACKED 


NEW EIGHT PAGE BULLETIN NOW 
AVAILABLE ON MULTI RLM LIGHTING 
FQUIPMENT—SEND FOR COPY NOW 


‘ AELECTRIC MEG. INC, 
vt if t 427) Ww LAKE ST CHICAGO 24 


hh ee ee ee eee 


r 
! 
! 
! 
! 
i 
: 
i 
i 
: 
i 
i 
! 
i 
i 
i 
: 
i 
i 
i 
i 
1 
i 
t 
i 
: 
i 
i 
i 
i 
' 
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Outlook for Housing 


@ Tight mortgage credit is not the only barrier 
to sustaining million-plus housing starts. 


@ Changing market demands that builders learn 
new techniques, develop merchandising skill. 


one BUILDING 1 


ear 
What it doc 


building industry 


market in ad 
ness of mortgage f 
® Builders Stand—-Builder 
blame for declining housi 
ely on restricti redit pol 
§ true that mone, ne lly 
ind thers re enty oO opportunit 
for credit or » make loar 
other than ome iortvag loan 
more ittractive inter rat (Mi 
gage loans 
Housing Admi 
by the Veteran 
fixed interest rate } 
I ifee builders VO 
ment backed mortgage 


housing development 


plain that the 
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Over & years of leadership in the wiring device field have 
the industry to look to Pass & Seymour for the Precision Ma 
ing and Creative Engineering that means stronger, | 
simplet to-use wiring devices 


S SUPER AC 


Pass & Seymour-engineered for extra long life on HEAVY 
DUTY servi P&S Super Switches n b ed at full 
rated capac ity on fluorescent, incandesce nd inductive 
load ind can control motor load up to of switch 
rating. Rated 15 and 20 impere 120 Vol Md 
Volts A.( 





PAS TURN LOR 


Heavily armored caps sturdy, two piece hodi« )) 


longer life. Easy back or side wiring. Available in 10 and 


20 amperes — 2, 3 ind 4-wire types. Modern face design 
1] 


ti 


ylainly indicates impere rating 





PO LARiIda 


Extra heavy bodi« and extra heavy metal parts with 
stand hardest wear for longer period: of time All re 
cepta les have extra design features to make installation 


easy and qui k. Available in 10 and 20 amperes 4, J 
and 4-wire connectors, re« eptac les an 








For wiring device quality, Every year, more Pass & Seymour wiring devices are sold. The 
mm s look for these out- strength, durability and, most important, the speed and simplicity 


ing devices. of installation of all P&S products make them the specified choice 
The original Despard Line® of electrical contractors everywhere 
P&S Surfex® 


Roto-Glo® Switches 

Uniline® Wall Plates Write Dept. EW-21 for full listings and descriptions of these and all 
Alabox® Fixtures other types of wiring devices in the complete quality Pass & Seymour 
Complete line of Switches, line. For accuracy’s sake——order only by P&S catalog number 
Outlets and 


.PASS & SEYMOUR, INC. 
SYRACUSE 9,NEW YORK 


71 Murray St New York 7.N.¥ 1229 W 5 ngton Biv icago 7 


n Canada: Renfrew Elec. & Refrig Lt Renfrew, Ontario 
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SELECTIVE DISTRIBUTION—TI urnas 
l ric i tive i its Distributor 


! tw serve 


QUALIT 


Y PRODUCT 
for qua 


WAREHOUSING 
' 1) 


1) 


1069 Nick 


FURNAS ELECTRIC COMPANY 


BATAVIA ILLINOIS 


S Btraetitintarive 








Outlook for Housing (cont.) 





ising difficulty of finding land 
isonable prices and within rea 
sonable commuting distance of large 
cities. The ilding boom has ex 
hausted most of the readily accessible 
sites and driven up prices for the rest 
the prices of new homes 
been limbing too fast for 
Ihe median propo ed sell 
w homes started in 1954 
$13.700 
Th Ss re 
labor and 
ind for large 
Hence But 
t that builder: 
been flo ng nt the limited 
market for higher pl ed ind pre 
umably higher-profit—-housing 
e The New Market——Families in this 
m already On 
ire not easy t 
more than the 
tion that en 
$} million units 
ittractive styling 
il merchandising 
m that they should 
nt homes for new 


that a high propor 
better housing 
thar yn ‘ But even among 
tno } f t move up on 
the hi » SCH nany are willing to 
hold ou or J value instead of 
met f ‘ il tate and vacuum 
Then 0 hese families are not 
limited to new homes. In addition to 
the incr f ipply of modern “used 
home ney e the ilternative of 

moderniz irgin their pre 
ent dwelling Ihe same credit facili 
iilable for these projects 
housing though for 

iyment terms and the 

onsiderably less 

epared to satisfy 

have not devel 
oped met is enabling them to build 
ind oftet rt ] in larger h usINg 
units, Th 
the technique t onstruction that 
proves lic ind profitable with the 


vith materials and 


mas ( ‘ nis of Tew years ago 
mn t y i ferred to dwell 
ings f more particular cus 
tome! mproved techniques must be 
sell houses in 
high-income j ost-conscious 
market 
© Conclusion mortgage credit 1s 
eased, more pec should be able to 
ifford new housin ind the number 
of starts may well increase again. Even 
so, the homebuilding industry faces a 
chalienge now that is new to most of 
its members: how to design for—and 
sell houses to—people who do not 


urgently need them 
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EASY WAY 
: TO FINISH A JOB 


MULTIMOUNT LUG 


SINGLE LUG 


TWIN LUG 


SPLICER 


Socket set screws 
furnished as standard 

Hex head screws available 
on all fittings at no extra 
cost. L35 and 170 furnished 
with slotted screw to 

allow tightening 

with screwdriver 


35 MADISON STREET 
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WESCO-Pittsburgh Wins 
Radio Sales Contest 
PITTSBURGH, PA 
rhe | , 


\ 


THE BIG Luc 


OF INDUSTRY ) =m HF. D 


1 


Establishing a Branch 


For Superior Quality 
/ Check these features 


Pure copper, 100% conductivity MODFL LO 
Wide wire range—re-usable 
U/L-CSA Approved 
Compact—rugged 
Advanced designing 
Sound engineering 
Speedy installation 
Cool operation—takes overload 
[ | No special tools needed 


| All screws wax-treated for better clamping 


but th 
ALL THESE FEATURES AT LOW COST neltens 
© Special Items \ 
the distril 
Your V Test Will Prove iLSCO 
Superiority Over Cast Or Any Other Type Lugs 





TERMINAL BLOCKS 


WRITE FOR CATALOG #50 AND SAMPLES 


ILSCO CORPORATION ; 


5746 MARIEMONT AVE. CINCINNATI 27, OHIO ye 
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REVOLUTIONARY 
SLIDE FILTER 


sign of the Slide Filter per 

s either Model 1501 or 2501 to 
nest into the kit while the kit nests 
into the hele in the cabinet base 


The installation requires no tools 
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NEW MODELS 


MAKE 


the complete source for o 395588. 
all your time switch needs opening the Doors 


; 


Here the ill the new additions to the Intermatic line 
Now you wave every time switch that you might be called 
on to furnish from the manufacturer you've come to depend on 

International Register Co. Intermati the complete line, with 
the features that mean fast installation, more profit ind long 


life dependability 
For poultry feeders, process timings, fans, oil well pumping— 
NE Series 1960 “Supervisor f ¢ t every 24 
1-12 on-off operations within 12 minutes Cycler-12” 


NEW © Soto 


7 day operation~ Series V21000 


th ncl 


Two Circuit Control—Series ¥22000 
; ! 


For Precision Short Interval Switching—Series V27000 ‘Super 
NEW visor Deluxe + 24 ‘ , - 


For Bells, Signal Lights, Buzzers, process timings, etc Series 


V29000 “Scheduler 


NEW V286000 and 
} ’ y 


PLUS ALL THE DEPENDABLE STAND-BYS 


sndard ON-OFF Opera For ON-OFF Cycles From 5 For Skipping Operation on 
Serves 1560 to 60 Minutes Series 1670 Selected Days Series 1566 


f ‘ 
1 Skipper k 


vse Lighting for Automatic Control of 
, Room Air Conditioners 
‘ 
Series P690 Raintight Case 


| YOU CAN Defend on INTERMATIC 
-_——__ 
INTERNATIONAL REGISTER CO. 


2624 W. Washington Bivd. 
Chicago 12, Illinois 


TIME CONTROLS 
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ABOUT 1 BILLION FEET 


of top-quality Circle wire and cable 
roll out of these huge plants every year! 


| iy TAK! the combined f: 
two of the country’s large 
to turn o1 


igth, ITit 
earth eight 4 


wire and cable plant 
footave ‘ ery 


taily, to circle 


yea! ene 


the 


mall army of experienced 
operator and technician 

ands of tons of copper, teel, 
rubber and other protective 
and batteries 

d machines to proce it 


It takes a 
engin«e1 
thou 
zine, lead 
material 
high-spee 
It take a h 5 
of quality cont: 
ratory 


of mods rn, 


OFFICES & WAREHOUSES 
A ale uw ry 
ADDITIONAL SALES 


ville, NY SALES 
orrices 
CABLES 


RUBBER COVERED WIRES & VARNISHED CAMBRI( 


Atl 


* PLASTIC 


u 


JLATED CABLES 


Circle's modern 
at Hicksy 


of copper 


copper rod ane flattening unit 
150 million ibs 


es copper rod 


Long isiand, car 


to other users iv 


Perhap the t es re on t rcle has 
be one of 


grown te 
ding 
fast, friendly service 


warehouses supports 


argest producers of bu 


wire and cable is its record for 


A nationwide network of 22 
this policy 


WIRE & CABLE 


a joj 
Cerro de Pasco 
Corporation 


¥ Mave Mew YT 


JPRENE SHEATHED CABLES 











CLARK-AMERICAN 
SIX PULL-OUT COMBINATION 
SERVICE ENTRANCE EQUIPMENT 


Now you can provide all home Service Entrance facilities 
including heating, lighting, apphance all conditioning et in 
one compact cabinet. This new unit for 120-240 volt service 
contains six branch pull-outs in parallel—two 60 amp. and two 
30 amp. for major appliances, and two 60 amp. for controlling 
24 plug fuse branches for electric heating and/or lighting. For 


complete information and specifications write for Bulletin 220-3. 


CLARK-AME.RICAN 


! 
é 


American 


ELECTRIC SWITCH DIVISION 


Allis-Chalmers Opens 
Doors to Distributors 
MILWAUKFEFI VI N Cc} 
Pit A 


Parallel-to-Roadway 
Lighting Shown by GE 


HENDERSONVILLE, N, ¢ 


(,;} 


Southwest Distributors 
Discuss Industry Ills 


$100,000 Fire Sweeps 
Providence Building 


PROVIDENCI kK | 1) 
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Sylvania, Corning Glass 
Enter Atomic Field 

Sola Electric Co. Forms 
Nunn Electric Supply 
Receives RCA Award 





CALENDAR OF EVENTS 
Southeastern Electrical Wholesalers 


Assn. 
th An | 1) M 


New Stonco 
No. 6400 Superspot severe me 
gives 121,500 CP oo | 


H 


for only 500 watts So"... 


Ventilating, Electric Heating Exposi- 
thon 

hI I 

SI ton-P 


UA 


and adapts easily for 
all outdoor lighting jobs 


tx 


National Electrical Week 
ARI Ehl LAE] IAL I IBEW 
NARDA, NAED, NECA, NEMA 
NISA 
Febru 

Klectrical Industry-Conference Show 
bl Instit W 


} 


Look at these special features 
Raintight: |. eather u , ositior 
Double the Lamp Life: i 1 2,000 ho that of ord lamy International Heating, Air-Condition- 
ing Exposition 
Interr 


Chicago, | 


Pre-Aiming Quadrants: {i0\! 
Locked-in Focus: Interlocs 


| ol 


Maintenance Free: 


A full line of models Pacific Coast Electrical Association 


Busin 1) lopt t Sectior 


for any outdoor installation eraton-Palace Hot 

















f Fourth National tlectrical Industries 
i Shaw 


STONCO STONCO 
PORTABLE 6400 SPORTSLIGHTER 
ily Dig ' ul ! new way to have p 
with big ft 














CLUSTER OBITUARIES 


= MOUNTING s 

















Harry W. Cameron 


Harry W. ¢ er 

dent of t | 
he oul Ane Dig hima it, lowe 
dau ul 


1 STUNCD ve 


MOUNTING 


Bayt 


MID POLE PENDANT 
MOUNTING MOUNTING 
—< 





rs ? 
NAED 
ELECTRIC PRODUCTS CO Atlant 


fy rm Tor Kenilworth, Mew lersey 7 ' 
MOUNTING ne w 


ne 1) 


2 
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PEOPLE IN THE NEWS 





bet 


LIONEL COTE 


f r 
’ 





Gilbert Meyers h 
to th 
dent 


national sales manage! t th Berns 


Air King Corp., Ch 


Ray N. Leach h been el 
dent of Jasper Blackburn Corp., 
Louis, Mo. manufacturer of el 

icts. He na ee! 

pi nt of the firn 


Harold W. Fisher |! 
manager of sales to distributor on 
tractor ind user t the General 
Flectric Co.’s specialty tran 


i 
1¢ pt 


form 


Col. Robert Dickson Harkness 
elected president of the Canadian 
Klectrical Manufacturers Association 
recently He ha been | ident of 
Northern Electric Co., Ltd., 


1945 

















Carroll L. O'Shea has bee: 
ident of Electrical Associates, Inc., 
ding C, Ashmead Biddulph, 
elected chairman I he I 
represents all br 
il industry in tl 
Mr Osnes 


wer of the 


Vv. A. Elmblad h heer med t 
the board of directors of Graybar Elec- = NIEED RATINGS 


rie 


tric Co. Mr. Elmblad no 
Qsravbal southwe t< 


;dau 


C. 8. Cottrill h 
sun product sal man 
Moock Electric Supply Co., 
saler serving Akror } 
, ‘ ¢ <’*, . 
! and SLOW! THE Prer 244-Clecluic COMPANY 


TRON &O PAMEraT 


FAN AND BLOWER DIVIS 


()} vhol 


M 


n vi y FANS . BLOWERS . MOTORS . ELS 
p as Akon SfAEtS manag 1403 W. MARKET $7 WARREN 
1954. J. P. O'Connor bx 
i r of the Ak n Dranch 


} 
OHIO 
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Fast-sel 
A0A Tristand Pipe Vise by 








aE. Botts lf : b omes 
WIT Oult-in foldina Way... 
, 
all one unit, no loose parts, easy to set up or fold 
up for carrying and tray makes it rigid as a 


stubborn mule! 


tront legs 
so threader handles swing clear 
extra light, strong Big vise base, 
pipe and conduit benders, pipe rest, 
tool slots, ceiling brace screw 
efficient vise with LonGrip jaws 


it’s got everything! 


Pats. applied for 


Made also with 
4” chain vise 


No. 45A 


For profitable sales, 
stock and sell 
40A Tristand, 4" to 2”, 


Elyria, Ohio, U.S.A. 


SALES REPRESENTATIVES 





MS OXtrA-NANDY crn eo. 


RC. Whitmore & A 

Michig 

represen 

f Ih lime 

fork Time Controls, Inc., 
1 | 


Boston Woven Hose & Rubber Co., 
Boston, M h med William B 
Bleiman & §$ N. Third St 

Philad 


Ihe Miller Co., Vi 

Hou 

thy { 

Ihe Paine Co., 
- — 


Co., 


ASSOCIATION NEWS 


NEW YORK 


Ww) 
vv 
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NEW LITERATURE 





Circuit Breakers—N 


Panelboards—© o1 
( tB 


P ! I 


General Line 


Commercial Fixtures 


\ 


Lighting 
; Pp 


. . 
api Radtautglass ELECTRIC HEATING 


ALLIED PRECISION INDUSTRIES, INC. 


425 STEVENS ST. 


IN 
LEADING 
ELECTRICAL 
PUBLICATIONS 


Help pre-sell 


your cusfomers 


ON HEVI-DUTY 
TRANSFORMERS 


I 


HEVieDUTY *' 


GENEVA, ILLINOIS 


HEVI-DUTY SINGLE AND 
THREE-PHASE INSULATING 
TRAMSFORMERS ARE... 


coo Have hig! efficrent chimmne 
” ent at nh eyeter 

evlsy perla 

great reduce t 

COMVENianyYT 

shie for ea nore 


SURABLE Higid 
pregna 


HEVieDUTY 


Mitwauemete i: witcoOnsin 
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_ BOOK REVIEWS 


FOR . P Two New Miner ¢ Quality Products 
A jon =a Money and Motivation eitieseil tins alison titi ie 
tf MODERN William F. Whyte tandard Jiffy Clip 
, Harper and Brothers 


QUALITY | ee tven! ey MINERALLAC 


FITTINGS. [) ce mopacmt come ot | Heavy Duty un Medium 
POCHY || ow productivity. The author, « pro T PEERY CLIPS 











I tand 
268 pages 
M 
Your Rights Under Labor Laws 


Carl Rachlin 
Oceana Publications 
New York, N. Y 


Order From Your Electrical Wholesaler 





sf ither ! | ral ters SEND FOR LITERATURE 
, nol h he | if MINERALLAC ELECTRIC COMPANY 


2725 North Peoria $f Chicago 7, ill 


-druntic C'onout /O1t1es ie ‘gpenttta the 8 
ol oa MINERALLAC 


POSTON, MASSACHUSETTS 94 pages 


¢ ¢ ¢ 
NEW PRODUCTS YOU CAN USE DALES AIDS 
Ge “Tat ee ‘ Co W v 
Travel Desk dept. P Plectri ~¥ wing Device 
7 I I 


C,eneral Industrial Co., 5742 NS 
Liston Ave., Chicago, Ill disp! 


J 
Foot Warmer POWERCRAFT 
Interstate Rubber Products Corp., STOCKS FOR IMMEDIATE | 
Los Angeles, Calif SHIPMENT Westinghouse Electric Corp., Portable 


Appliance div., M ficld, Ohio—A 
PRIMARY BUS SUPPORTS rift 
e f tractor | yt ; md «=Utilitie rely ; ‘en 
ft 6 t meet exact te 
W 
) Ser e fiat ’ ew ‘ ) f 
t NEMA t Jar POWERCRAFT vite 
n any 1 8B ‘ t reaui 
her POWERCRAFT Pr 
yr Di ect » Swit ‘ 

t Pipe Frame Fittings fo 
‘ r a f " Insulator Suc ts 
t* tal 6 


Lift Gate « epee | pple fin 
: wreiae " re sit PowercraFl U.S. Expansion Bolt Co., York, Pa 
- fe oer CORPORATION to , a 


2215 De Kalb St Phone 
St. Lowis 4, Mo Prospect 6-4532 
Since 1932 


Be ccel y 
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NOW! 
an improved armored cable that has 
..- bonding strip in all sizes 
for greater safety 


. ++ permanent and positive 
conductor color-identification 


..» easier, cleaner and 
quicker installation 


NEW and IMPROVED 


COLUMBIA 


ARMORED CABLE 


TYPE ).\ om g 


The big difference in the improved Armored Cable, Type ACT, is the thermoplastic 
conductors. Columbia ACT strips cleaner and quicker, has permanent and 
positive color-identification on each conductor, gives more room in jugetion 

boxes and receptacles, and makes for neater and faster installations. Bonding strip 
in all sizes makes Columbia ACT safer wherever Armored Cable +s-used. Order 


it today. 


Approved by Underwriters’ Laboratories : 


COLUMBIA CABLE & ELECTRIC CORP. 
255 Chestnut Street Brooklyn 6, N.Y 
Serving the Electrical Wholesaler Since 1912 


Seles Representatives in the following Cities: Atiants, Ga.; Boston, Mans; Charlotte, MW. C.; Chicago, Ill; Cleveland, Obie; Cincinnet!, Ohio 
Texas; Detroit, Mich.; Glassport, Pa.; Houston, Texas; Kansas City, Mo.; Los Angeles, Calif.; Minneapolis, Minn; New Orleans, La: Mew York 
Philadelphia, Pa; Portland, Ore; St. Lowis, Mo; San Francisce, Calif; Seattle, Wash; Tules, Okfle; Utica, MY 
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Index of Articles (cont. from p. 72) 


Rochester Show Snubs Snow April, 
OOO tor ivnored } f it 


hlect | po 
NAELD Talked Business—With Pleasure July, 


grit-f in 
C onvents 


LEWA Goes to the Waldorf 

and Nela Park July, 
A report of ‘ ant on nd 
to Cleveland 

hey Touched All the Bases 
: er Ino punch 


TT 
ull 


Positive Approach at French Lick Dec., 
Distributor nd manufactu t Lake M 
( Jul ty ! ial meeting olf I} th 


The Salesman’‘s Technical Notes 


Protective Devices—IIl Jan., 
Capacitors Feb., 
Wires and Cables—lI March, 
Wires and Cables—ll April, 
Wires and Cables—Ill May, 


Wires and Cables—I\V June, 


Raceways—I July, 


Raceways—Il Auy.. 
Raceways—Ill Sept., 
Raceways—IV Oct., 


A SIZE 
| und TYPE | 


[or evary 


or CLA. (AMLS 


Standard 


PIPE 


WRITE FOR 
CATALOG Write 


KRUEGER & HUDEPOHL, INC. HB \onbuir [\ 





ut ™ wma 


Wiring Devices—I 
Wiring Devices—Il 


Editorials 


Deceit in Dollar Volume 


Ihe 


Heat Is On 


Now You See ‘km, Now You Don't 


Ihe 


Humbuggers 


Springier Than Usual 
lalking About Business 


“The 


Fourth Function’ 


Operation Warehouse Improvement 
What Products Do You Like To Sell? 
Fired Up 

A Crucial Question 

Little Things Mean a Lot 


Spotlighting Your Markets 


Ihe 
Ihe 
lhe 
Ihe 
Ihe 
Ihe 
Ihe 
Ihe 
Ihe 
Ihe 
Ihe 


I he 


Amusement Market—I Jan., 
Amusement Market Il heb., 
Plastics Market March, 
Hospital Market April, 
Lumber Market Miay, 
Chemical Market June, 
blectro-plating Market July, 
Milk-Producing Market Aug., 
fron-Foundry Market Sept., 
Petroleum Market Oct., 
bood-Canning Market Nov., 
Machinery Making Market Dee., 


Pressure Sensitive 
CODING TAPES WIRE MARKERS 
Numbers, Letters Codes clearly 
printed on tough, durable, moisture 
resistant Acetate Fibre Tape. PER 
FORATED for fast and easy applica 
tion 

Send for Literature 

DISTRIBUTOR INQUIRIES INVITED 
Industrial Adhesives Division 
MODERN MERCHANDISING 


P. O. Box 1004, Dept. B, Marion, Indiana 





NORTHERN OHIO 


Established representative desires an 
© ELBOWS - Large Radius, additional line needing energetic 


Radius, EMT representation in Northern Ohio If 


NIPPLES 


COUPLINGS 
RUNNING THREAD PIPE well as good Wholesaler coverage is 


WALL PLATES * GOOSENECKS 


tor Catalos 


strong missionary work to Archi 
tects, Engineers and Contractors, as 


important to your product why 





not investigate 





520 N. Michigan Ave Chicago 11, Ill 


: 
IPPLE id owe RA-3337—Electrical Wholesaling 
» Av 


PITTSBURGH 12 a 
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cLassiFieD SELLING OPPORTUNITIES aovertisinc 


AGENTS WANTED 


RIE 


FAN, HOOD, CHIME SALESMEN 


Write: William T. Steels 


" > 
sles Manager, Fan Divisior 


Progress Manufacturing Company, Inc. 
Castor Avenue and Tulip Street 
Philadelphia 34, Penna 





FOR RATES 
OR INFORMATION 


About Classified 
Advertising, 


Contact 


The McGraw-Hill 
Office Nearest you. 


ATLANTA 








ty & , Wi 


BOSTON 





NE 


bo 


AN FRAP 


| 
| «7 
| 
| 


December 
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LINES WANTED 


, 
w Eng 


| we 


POSITIONS VACANT 
qr 


ret independer 


SELLING OPPORTUNITY OFFERE 


SELLING OPPORTUNITIES 


ling Agency ¢ 


ATTENTION: SALES MANAGER 


¢ ware a : : rs epresenta 
t warehouse « 


ff and ry 
fidence Pie 


ss. Adv. Div. P.O. Box 12,N.Y. 36 


REPRESENTATIVE 
Agent covering the State 
ning lines of the following 

tha we flee tee avid 


AVAILABLE 
of Bichigen 


rr 


ales ergenizetion, worcheuse fe 
RA-3517, Electrical Wholesaling 
520 N. Michigan Ave, Chicago 1! 


' age y may @ te t ‘ ' € 
RA 3365 ELECTRICAL WHOLESAL! 


o 


seeks 


u 


NG 
nw Y 


ww 





GERSON CO. 


PCSITIONS WANTED 


| 


BUSINESS OPPORTUNITIES 


SALES REPRESENTATIVES 
WANTED 





MFR‘’S REPRESENTATIVE 
WANTED 


Prominent manufacturer 


of hack 


saw blades and hole saws desires 
idditional in the 
electrical wholesale trade. We have 


two outstanding items to offer with 


representation 


some choice 


territone: 


opt n 


Reply 


to 
R.W 


1646 


Electrical Wholesaling 


330 W. 42nd St., New York 36, N. Y 


| MFR'S REPRESENTATIVES WANTED: 


I 





Electrical Wholes 
Chicago 


RW 344) 
520 N. Michigan Ave 


4): 1@) Me) 421 (0) 3) 


OPEN + CLOSE ~ LOCK: DOORS, GATES 
me a /7, Trogually 


COMMERCIAL, INDUSTRIAL 
RESIDENTIAL & SPECIAL 


if 
aling 
1] 


(eee 


Wreee tee Cetus 
eosor APPLIANCES inc 
704) ORCHARD - OLARBORN, MICHIGAN 





| 
| 
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A NEW design from 
ARROW CONDUIT... 


ie C~) Re} & 
COVER 


for Single Device Installation 


Fits All 4” Square Boxes 
... in ANY POSITION! 


Revolutionary 
Design Guarantees 
Bigger Time & Cost Savings! 


A 
+O 


more hifting box cre 
outside ear hols 
a ersa Thi 
SLO'I cover, an ¢ 
ARROW de 


either 


from inside to 

or vi new 

At lu 

h the 
Thu 


putict 


ign hoo 
location 
mnital 


can be put « 


screws in 
for 
positions, covers 


vertical or horiz 


seconds! 


All 
pirngele 


AKRROW 4 
device covers 
with Y-Slor 
Send for complete data 


availabl 


FREE 
Y -Silot 


sent on 


SAMPLE of 
Cover 


request 





129 30th STREET, BROOKLYN 32, N.Y. 


Sales Representatives & *Warehouse Stocks 
BALTIMORE, MD. * CHARLOTTE, WC. * *CHICAGO, 
TLL. * “CINCINNATI, OHIO * *RANSAS CITY, MO. + 
DALLAS, TEX. * "LOS ANGELES, CALIF. * *MiAMI, 
FLA. * WEW YORK, WY. © MEWTON CENTRE, 
MASS. * “PHILADELPHIA, PA + ROCHESTER, WY 


ADVERTISERS’ INDEX 


Accurate Mig 
heme Lleetri 
Adam ELlectrie Co 
Allied Precision Industries 
Inne 
Company of 


Compan 
Corporation 
brank 16 
Tine 
All-Steel Lquipment 
America 
brass Company The 
American Metal Hose Bras. 
Branch he | 
American bles switeh Dis 
(lark ¢ Compan: 
American Steel & Wire Di 
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American 
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Products Com 
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( ove 


: 
Iu mann 


Carol Cable Division of 


the Cre 


Companys 


cont Company, Ine 


(hampion I “umip Work Ou 


Circle Wire & 4 

of Cerro de P 
(lark ¢ 
(Clifton 


ihle a Subsidiary 


asco orporation 11 
ontroller Co 
Conduit 
Cable & blectric 


(onduit Nipple Vilxz 
Division of Pittshurgh 
Works, Ine 


Corporation 
(Columbia Corp 


Company 
Nipple 


(onduit Products ompany 


Creseent Insulated Wire & Cable 


( ompany 


Cutlher-Lammer Tine 


Dossert Mig. Corporation 


bu ‘ A l 
Company 
Dube 


Industrial 


, 
Storage Batters 


biccveveveney Mifw. ¢ ompar 
I dw ards 
bleetric 
1 nicle 


bleetris 


’ 
I roducts 


I hie 


fom 


Division 


puns 


bFullman Mig 


Companys 
burna Company 
bleetris 
fable ¢ 
blectric 


Sales 


CLedues 


Company 
CLeneral poration 
Leneral ompany 
Apparatus Division 
lool 


Guth Company 


CLreenles Company 


The kdwin 1 


Hazard Insulated Wire 
levi Duty 
Hexeel Products 
Iluenefeld 


W orks 20 
119 
Dine 18 
Lhe 90 


Klectric ¢ ompany 


Company 


Cor poration 


120 


ii4 
97 
121 


‘ 
line #% 29 


“uO 


, 
International Register 


Kennecott ¢ 
Kevetone Mig. ¢ ompans 
Kroeger & Hudepohl, Ine 


opper Corporation i6 


Leviton Mig. Co 


VeG ill Mig. Compan line 
Midwest Electric Vig 
Minerallac Llectric 
Modern Merchandising, In 

Adhesives 
Multi 


Company 
ompany 
dustrial 
Division 


Llectric Mig Ine 


' National Eleetrie Pr 


1 ration 


Ohhonite 
O. Z. kleetrical 


Compan 


Vite. 4 
, 


Driclusteic 12 


Pass & preecpur Ir 
Peerless hleetris 
Phelps Dodge ¢ 


Corporation 


Kalbe 


I he 


Products 


ipper 


, ly 


Company 


Ihird ¢ 


mouth 


Inne 


Corporation 


i Porcelain Products 


Powerceralt 


ision of Pyramid 


, KRemeon, A Dis 
Instrument Corporation 
2 Hee prasbolic 
; Ridge Tool ¢ 
Rome Cable 


Roval I leetric 


Steel Corporation 


D hie 


Corporation 


oOmpans 


Sangamo Electric ¢ 
blectric 
hlectri« 
Ip ¢ ompany 
Dua boc Di 
hleetris 


Sola Company 


sorgel Compan 


Square 
Steel & 


Stonce 


iston 
Product fom 


pany 


Thomas & betta The 
lrade Wind Votorf ims 
Iriangle Conduit A&A ¢ 
Tine 


ompany 
Line 
able 


pany 


tl nited States Rubber Company 


Virden John G 


Compan 


Weaver Company j 4 
Western Insulated Wire 
W oodhead Daniel 


Companys 


Youngstown Sheet & Lube Com 


The 


pany 
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TEE Abo pay 


Ch Melester Vea, I 
Posto, é Mitelps 


(lt Aled CW WH) f 
MAM De Lipps; 


PLY MoU TEL 


RUBBER COMPANY 
SINCE 189 


CANTON. MASSACHUSETT! 





“Our Production schedule 
was frequently disrupted 
by needless shutdowns 

on a line of motors... 


until we changed to 


FUSETRON FUSES” 


James f.. Davi ef f 


y Ope iw 
Write for bulletin FIS 


Mr. Davis « 


THOMAS PF) CURRAN, 
Machine O perater 





FOR LOADS ABOVE 600 AND UP 
TO 5000 AMPS. — 
— USE BUSS Hi-Cep FUSES! | 


r r NN 
entire Elect y ste 
W he rd ted with Fuset 
ses they w t ope head 
t r fus re«t ¢ ; . ante snes 


Play Safe! 


Hi-Cap Fuses th 


BUSSMANN MFG. CO 


Write for bulletin HCS. 


POINT OUT CHIEF ELECTRICIAN DAVIS’ 
EXPERIENCE TO OTHER PLANT MEN— 
IT MAY HELP YOU CET NEW FUSE BUSINESS. 


Inter ptions ot product ‘ 
many plant operaung and plat 
If such interruption: 


edless opening of breake 


ein FUSETRON dua 
‘ 


{ ‘ it ihove Mr 1) 
ow FUSETRON Fuse 
‘ ped 


SETRON Fuse 
f 
Mar 


BUSSMANN MFG. CO., ST. LOUIS 7, MO 


ANOTHER Divisic 


OUTSTANDING 
DEVELOPMENT 
BY THE MAKERS OF 


BUSS FUSES 


of McGraw Electric Company 


FOR INSTALLATION THROUGHOUT THE ENTIRE ELECTRICAL SYSTEM 





